





ase ene 


30¢ a copy 
$7.50 a year 


—The National Weekly Newspaper of Life and A&S Insurance— 


Second class postage paid at Chicago. 


FueNATIONAL UNDERWRITER 


July 29, 1961 
65th Year, No. 30 


Published weekly (with two extra issues in September) at 175 W. Jackson Blvd., Chicago 4, Illinois. 








Latest U.S. Regulation Proposal 
Stirs Scant Interest In Industry 


By ROBERT B. MITCHELL 


The snowball-in-hell chance of oust- 
ing the states from jurisdiction over 
interstate insur- 
ance’ business 
seems to be keep- 
ing insurance peo- 
ple from giving 
more than passing 
notice to the latest 
proposal for sub- 
stituting federal 
supervision of in- 
surance for’ the 
state variety. To 
the extent that 
there is any reac- 
tion at all in the 
insurance industry, it appears to be 
mild curiosity at anyone’s bothering to 
make a proposal so foredoomed to 
frustration. 


Not Major Project 


The proposal, included as a recom- 
mendation in the recently published re- 
port of the Commission on Money and 
Credit of the Committee for Economic 
Development, is to make federal char- 
ters—and thereby federal regulation— 
optionally available to insurance com- 
panies. The recommendation is far from 
being a major project of the commis- 
sion. It seems to be more in the nature 
of including all major classes of lending 
institutions in the commission’s broad 
objective of removing barriers to mak- 
ing loans over a wider geographical 
area. This is much more of a problem 
among other classes of institutional 
lenders than for life companies. 

The commission specifically recom- 
mends that federal charters be made 


North America Has 
Plan To Add New 
Men In Agencies 


NEW YORK—North America and 
Life of North America have embarked 
on a new program to help local agen- 
cies recruit, screen, select, train and 
finance new men specializing in the 
sale of lines of business sold to indi- 
viduals—life, A&S, automobile, home- 
owners, etc. Called the “INA Agency 
Builder,” the plan is designed to en- 
courage the expansion of the agency 
system. 

Describing the project at a press 
luncheon here, President Bradford 
Smith Jr., of North America said 
$100,000 has been budgeted for the 
program for the remainder of the year 
but that if requests for assistance 
warrant, North America will be glad 
to spend double that amount. 

Under the plan, the North America 
group’s personnel department will 
assist agents in recruiting and screen- 
Ing potential salesmen, putting North 
America’s extensive facilities to work 
for local agencies, Frank G. Harring- 

(CONTINUED ON PAGE 15) 
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available to mutual savings banks, and 
the recommendation of federal charters 
for insurance companies seems to be an 
outgrowth of this, and of the commis- 
sion’s attitude embodied in another rec- 
ommendation, to the effect that restric- 
tions on financial institutions “which 
prevent or impede lending over a wider 
geographical area than at present should 
be liberalized and that state laws re- 
stricting interstate lending, on sale and 
lease-backs and mortgages be eased to 
encourage the free flow of funds.” 


Investment Oriented 


The federal insurance charter propo- 
sal is entirely investment-oriented. 
Nothing is said about any other aspect 
of insurance regulation, although pre- 
sumably all the other aspects would also 
be transferred to federal jurisdiction if 
the idea became reality. There is no 
mention of the formidable strategic 

(CONTINUED ON PAGE 18) 


Raymond Wetterlund 
Is ALC Nominee 
For 1962 President 


At its June meeting, and by unani- 
mous decision, the nominating commit- 
tee of American 
Life Convention 
has named Ray- 
mond J. Wetter- 
lund, chairman 
Washington Na- 
tional, its nominee 
for president of the 





organization. 

The committee 
also. made_ four 
nominations for 


three-year terms 
on ALC’s execu- 
tive committee, 
and one nomination for executive com- 
mittee membership for one year—to 
fill the unexpired term of L. J. Kalm- 
bach, president Massachusetts Mutual 
Life, resigned. 


Three Year Terms 


R. J. Wetterlund 


Nominated for three-year terms 
were Frederick W. Ecker, chairman 
Metropolitan Life; E. J. Faulkner, pres- 
ident Woodmen Accident & Life; Wal- 
ter O. Menge, president Lincoln Na- 
tional Life, and Travis T. Wallace, 
chairman Great American Reserve. 

The nominee for the one-year term 
is Byron K. Elliott, president John 
Hancock Life. 

Formal balloting on these nomina- 
tions will take place at the executive 
session of the annual meeting. 

W. D. Grant, president ‘Business 
Men’s Assurance, served as nominating 
committee chairman and committee 
members were Ralph R. Lounsbury, 
chairman Bankers National Life; Har- 
ry J. Stewart, president West Coast 
Life; Frazar B. Wilde, chairman Con- 
necticut General Life, and Cecil Woods, 
president Volunteer State Life: 


June Ordinary Sales 
Drop $140 Million; 
Total Sales Off 1% 


Ordinary sales in June amounted to 
$4,536,000,000, a decline of $140 mil- 
lion, and total sales for the month 
were $6,255,000,000, a drop of 1%, ac- 
cording to LIAMA. In the first six 
months of 1961, ordinary sales were 
$26,185,000,000, for a negligible per- 
centage increase and a dollar gain of 
$35 million, and total sales for the 
period were $38,804,000,000, an -in- 
crease of $2,672,000,000. Ordinary fig- 
ures include $259 million in the first 
six months of 1961 and $385 million 
in the six months of 1960 in individual 
policies written on groups of persons. 

June group sales totaled $1,091,000,- 
000, up $53 million, and for the six- 
month period were $9,043,000,000, as 
compared with $6,424,000,000 in the 
first six months of 1960. Group figures 
represent new groups set up and addi- 
tional coverage under amended group 
contracts already in force. 

Industrial sales in June totaled $628 
million, a $17 million gain, and for the 
six months were $3,576,000,000, up $18 
million. 


Zone 4 To Meet Sept. 24 

The annual meeting of Zone 4 of 
NAIC will be conducted Sept. 24-26 
at Milwaukee, with headquarters at 
the Schroeder Hotel. General chairman 
of the event is Paul Rogan, executive 
vice-president Mortgage Guaranty Ins. 
and former Wisconsin commissioner. 
He will be assisted by Robert E. Di- 
neen, vice-president Northwestern Mu- 
tual Life, former New York superin- 
tendent, and Robert Doucette, secre- 
tary Milwaukee Auto Mutual. 

Reservations may be made through 
Sidney L. Horman, vice-president Time 
Ins., 735 North Fifth Street, Milwaukee. 


Industry Spokesman 
Urges Senators To 


Make HR 10 Fairer 


Treasury Dislikes Present 
Version, Wants Action Put 
Off Till Big ‘62 Revision 


WASHINGTON—Amendments to 
the Keogh House-passed bill, HR 10, 
to give fairer treatment to self-em- 
ployed persons wanting to make use 
of insurance and annuities in funding 
their retirement plans were urged by 
Gerhard A. Munch, assistant general 
counsel of Mutual of New York, in 
his testimony Tuesday before the Sen- 
ate finance committee. He testified on 
behalf of American Life Convention, 
Life Insurance Assn. of America, Life 
Insurers Conference and National 
Assn. of Life Underwriters. 

Stanley S. Surrey, assistant secre- 
tary of the Treasury, asked that ac- 
tion on the bill be deferred until next 
year, so it could be made a part of 
the comprehensive income tax revi- 
sion that the Treasury is working on. 
Mr. Surrey also opposed the bill in its 
present form on the ground that it 
produces inequities and discrimina- 
tion between self-employed employ- 
ers and their employes. That was his 
main objection, although he also op- 
posed HR 10 as producing discrimina- 
tion between self-employed people 
and corporate owner-managers. 

While the Treasury seems to be 
growing more aware of the inequity 
that the present revenue code im- 
poses on the self-employed, it still ap- 
pears to be dragging its feet, mindful 
of the revenue loss that would result 
from any kind of tax break for the 
self-employed that would be compar- 
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Wielding shovels at the ground breaking ceremonies for the new B.M.A. home 


office building are, left to right, Mrs. W. T. Grant, widow of the B.M.A. founder; 
directors J. Clarke Wittlake, John W. Sayler, Grant Torrance, W. D. Grant 
(president), William N. Deramus, George L. Gordon, L. D. Ramsey, R. R. Haff- 


ner, C. S. Alves, N. T. Veatch, and J. 


C. Higdon (chairman). Overseeing the 


operation is Mayor H. Roe Bartle at the podium. (Story on page 2.) 
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able to what is enjoyed under the 
present law by qualified retirement 
plans. 

While outspokenly favoring the bas- 
ic principles of the legislation, Mr. 
Munch expressed doubts that under 
HR 10’s provisions self-employed per- 
sons could effectively utilize individu- 
al insurance and annuity contracts as 
presently issued and approved under 
state insurance regulations, for the 
purposes of HR 10. The most impor- 
tant provisions of HR 10 in this re- 
gard are those prohibiting contribu- 
tions for owner-employes in excess of 
the amounts deductible. 

“Individual and annuity contracts 
generally are available only on a level 
premium basis,” he said. “That is, the 
amount of the periodic consideration 
for them remains constant. It cannot 
be varied from year to year. Hence, to 
avoid disqualification an owner-em- 
ploye would have to select a contract 
for which the periodic consideration is 
not likely to exceed the deductible por- 
tion of his lowest expected annual in- 
come. To make such a selection is 
hardly feasible. A single year of in- 
adequate income is apt to defeat his 
retirement plans. 

“We therefore urge that the bill be 
amended so as to enable all self-em- 
ployed individuals to utilize life in- 
surance, endowment and annuity con- 
tracts for their qualified retirement 
plans, even though the fixed premi- 
ums therefor may exceed the amounts 
deductible. By this we do not suggest 
any expansion of the deductible 
amounts now provided in the bill—$2,- 
500 or 10% of annual income.” 


Bank Role Is Pointless 


Another serious deterrent to the use 
of life insurance contracts under the 
present language of the bill, said Mr. 
Munch, is the requirement that the 
trustee of a qualified trust be a bank 
whenever an owner-employe partici- 
pates in the plan. 

“Presumably the purpose of this re- 
quirement is to assure independent 
management, so as to prevent misuse 
of the trust fund for the benefit of 
the participating owner-employe,” he 
said. “However, in the case of the 
qualified trust which places all of its 
funds in life insurance contracts—or 
in such contracts or related auxiliary 
funds administered by a life insur- 
ance company—no additional inde- 
pendent management by a bank trus- 
tee is necessary. In such case, the 
trustee has no discretion in the use of 
the funds. The plan calls for the in- 
vestment of the funds with the in- 
surance company, and the trustee 
acting merely as a conduit may not 
apply the funds to any other use. 
Thus the insurer performs the very 
functions sought to be accomplished 
by this requirement. 

“In such circumstances the added 
expense of having to interpose a bank 
as trustee seems wholly unwarranted. 
This is particularly serious in the case 
of the pension plan of a small busi- 
ness, where the additional expense of 
a corporate trustee is necessarily 
greater in proportion to the cost of the 
plan’s benefits provided.” 


Deductible Limit Main Trouble 


Mr. Munch also told the finance 
committee that the section dealing 
with final distributions to beneficiaries 
under pension plans is too restrictive 
and would require the amendment of 
thousands of existing plans. This sec- 
tion fails to provide adequately for 
payments over a specified number of 
years, and it ignores the needs of 
beneficiaries other than spouses, Mr. 
Munch pointed out. He urged that the 
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bill be amended to permit payment 
over the life or the life expectancy of 
the employe and his beneficiary, who 
would have to be a dependent, or over 
a period of 15 years, whichever was 
longer. 

Mr. Munch also asked for amend- 
ments dealing with coverage require- 
ments, vesting, distribution of death 
proceeds, and distribution under bond 
purchase plans. 


Bennett Favors Passage 


Sen. Bennett of Utah indicated 
strongly that he favors passage this 
year of the bill, with such suitable 
amendments as may be agreed upon. 

Other members of the finance com- 
mittee, including Chairman Byrd, who 
favor HR 10 seem to be strongly in 
favor of getting it enacted this year, 
in spite of Treasury efforts to delay 
action. 

Following is the gist of Assistant 
Treasury Secretary Surrey’s plea to 
delay action on.HR 10 until it could 
be worked out as part of the compre- 
hensive revision of the code next 
year: 

“The Treasury Department recog- 
nizes that the present law does not 
give retired people tax treatment for 
their retirement savings comparable to 
that now accorded to employes covered 
by employer-financed pension plans. 
However, HR 10 as passed by the 
House does not provide a satisfactory 
solution. 


Should Wait Till Next Year 


“As you know, the President has 
directed the Treasury to undertake 
the research and preparation of a 
comprehensive tax reform program to 
be submitted to the Congress next 
year. A major aspect of this program 
will be a broadened and more equit- 
able tax base, and a reconsideration 
of the rate structure. We believe that 
the problem which HR 10 seeks to 
meet should be more appropriately 
considered in connection with such a 
general tax program, so that this 
problem could be evaluated in the 
context of the entire program. 

“At the same time, this would per- 
mit consideration of the program in 
the light of a general examination of 
issues in the pension and retirement 
area and in the context of the rate 
structure that may result from a re- 
examination of the existing structure. 
Accordingly, the department recom- 
mends that legislation dealing with 
the tax treatment of the retirement 
savings of self-employed people be de- 
ferred until it can be considered in 
the perspective of the entire tax re- 
form program.” 


Uphold SEC’s GALU Ruling 

The U. S. appellate court at Phila- 
delphia has thrown out the action by 
a dissident stockholder to set aside the 
SEC ruling that Great American Life 
Underwriters is not a regulated invest- 
ment company. A 5 for 1 split of 
GALU stock has been held up by the 
proceedings. Unless the complainant 
goes to the U.S. Supreme Court, such 
a split soon might be expected, per- 
haps even a finer subdivision. 

GALU held its strength in the mar- 
ket and was 1630 bid Wednesday 
while Franklin Life was down to 106 
bid. For each share of GALU: there 
are about 20 shares of Franklin. 
Harold Hewitt Dies 

Harold G. Hewitt, 2nd vice-president 
and superintendent of the policy pay- 
ment department of California-Western 
States Life, died after an illness of four 
months. He was scheduled to retire at 
the end of the year. 
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Money-Credit Commission Report 
ls Dissected By LIA Economist 


NEW YORK—Many portions of the 
recently published report of the Com- 
mission on Money 
and Credit of the 
Committee for 
Economic Devel- 
opment are of 
considerable inter- 
est to the life in- 
surance business, 
aside from those 
passages dealing 
specifically with 
life insurance and 
pension funds, 
which are treated 
elsewhere in this 
issue. The portions that are of interest 
to life insurance people because of 
treating matters affecting the economic 
and financial climate in which life 
insurance and its customers and their 
beneficiaries must operate are the sub- 
ject of comments by James J. O’Leary, 
director of Life Insurance Assn. of 
America, who made them at the invita- 
tion of THE NATIONAL UNDERWRITER. 

“In view of the diversity of view- 
point represented by the commission, 
spreading virtually across the entire 
spectrum of political and economic 
thinking in this country, it would in- 
deed be surprising if the report did not 
display evidence of conflict and com- 
promise,” said Mr. O’Leary. ‘“Frazar 
Wilde, chairman of the commission and 
of Connecticut General Life, notes in 
his preface that ‘no member of the 
commission, whether or not he has 
written or joined in specific footnotes, 
endorses personally every specific pro- 
posal in its entirety or concurs fully 
with every statement in the support- 
ing analysis, but all approve the major 
substance of the report and urge care- 
ful consideration of its interrelated re- 
commendations.’ 

“The report is in fact generously 
sprinkled with conflict of views and 
compromise. In this regard, the dissent- 
ing footnotes are particularly revealing. 





James J. O’Leary 





Insurance Witnesses 
To Be Heard Monday 
On Health Care Bill 


WASHINGTON—The House’ ways 
and means committee has slated in- 
surance industry witnesses as the first 
of the opposition witnesses Monday on 
the Anderson-King bill, which would 
provide medical care for the aged un- 
der social security. They will be fol- 
lowed by the U.S. Chamber of Com- 
merce, American Medical Assn., and 
other opponents of the measure. 

This week the committee hearings 
have been given over to hearing from 
proponents of the bill. 


At the very outset, the commission’s 
vice-chairman, H. Christian Sonne, a 
merchant banker in New York City, en- 
tered a general footnote dissent holding 
that the commission report ‘failed to 
deal adequately with the past and es- 
pecially with the future’ and that he 
therefore is arranging to have a separate 
statement printed to give his views. 
“With regard to the past, he is ap- 
parently concerned that the report ig- 
nored ‘the basic question of what money 
and other circulating media in the 
U.S.A. should be based on.’ With regard 
to the future, he is critical to the effect 
that the commission has not recom- 
mended a more ambitious program to 
promote a much faster economic growth 
of the country. It is perhaps significant 


that the majority of the dissenting 
(CONTINUED ON PAGE 16) 


NALU Hits ‘Equity’ 
Plea For Reopening 
NSLI To Veterans 


WASHINGTON—The claim that the 
sale of National Service life insurance 
should be reopened to upwards of 16 
million veterans of World War II and 
Korea in the interest of doing “equity” 
to these veterans is without validity, 
National Assn. of Life Underwriters 
has told Chairman Byrd of the Senate 
finance committee. 

In a letter from Thomas R. Buchan- 
an, New York Life, Arlington, Va., 
chairman of the NALU committee on 
affairs of veterans and servicemen, 
the national association stated that the 
right of World War II and Korean 
veterans to buy NSLI was not actual- 
ly terminated without notice. Mr. 
Buchanan recalled the 1950 recom- 
mendation of the House subcommittee 
headed by Rep. Hardy of Virginia that 
the NSLI program was “inequitable, 
unfeasible and unsound, and should be 
terminated.” This recommendation 
was put into effect by the enactment 
of public law 23 the following year. 
Such action was clearly forecast eight 
months earlier by the introduction’ of 
several House bills that were the fore- 
runners of public law 23, he said. 

“It is extremely difficult to give real 
credence to any attempted analogy be- 
tween the ‘inequities’ of World War I 
veterans and the ‘inequities’ of veter- 
ans of World War II and the Korean 
conflict insofar as the sole issue of 
government insurance is concerned,” 
Mr. Buchanan wrote Sen. Byrd. “One 
should stop to consider that the two 
latter groups of veterans have already 
received from our grateful nation a 
vast array of benefits, compared with 
which the benefits provided for World 
War I veterans pale into relative in- 
significance.” 








Directors Dig In At B. M. A. Ground Breaking 


At a signal from Kansas City’s May- 
or H. Roe Bartle, 11 directors of Busi- 
ness Men’s Assurance and Mrs. W. T. 
Grant, widow of B.M.A.’s founder, 
simultaneously broke ground for the 
B.M.A. Tower, a 19-story steel and 
glass home office building to be erected 
on Signal Hill. 

The 7% acre building site, one of 
the highest areas in the city, overlooks 
Penn Valley Park and downtown Kan- 
sas City. It is located at 31st Street and 
Southwest Trafficway. 

W. D. Grant, B.M.A. president, was 
master of ceremonies at the ground 
breaking. He outlined the features of 


the new building and introduced the 
men active in the planning. 

The new home office building will 
have more than 300,000 square feet of 
usable space. White marble and gray 
tinted glass will comprise the exterior 
of the building which is designed with 
five-foot overhangs at:each floor level 
on all four sides. 

Both inside and outside parking will 
be provided and a cafeteria to accom- 
modate the company’s more than 800 
employes is planned. A scale model of 
the building was on display at the 
ground breaking ceremony. (Picture on 
page 1.) 
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* June was Beasley month at Republic if 
National Life, honoring the birth month of 
the founder of the company, Chairman of 
the Board and Chief Executive Officer, 26) 
Theo. P. Beasley. To our own Fieldmen and # 
to hundreds of good friends across the af ! 
nation who submitted a record month’s ie 
business, we want to express our very os 
sincere gratitude and thanks. They have ith 
made it abundantly clear that LOYALTY ha 
HAS NOT GONE OUT OF STYLE... [11/5 
Now we face the future with even greater Lie 
confidence and as we continue to expand ui 
our sales operations into additional states, ns 
the Welcome Mat is always out to those ae 


who share our conviction that “The only 
way to GROW is GO”. 


yen 


Russ Hunke 
Vice President and 
Agency Director 
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Listening Called Most Important 
Factor In Art Of Communicating 


The most important factor for suc- 
cessful communication is not the abil- 
ity to use language well or to speak 
well or to present one’s own point of 
view; it is rather the ability to listen 
well to the other person’s point of view, 
to hear what the other fellow says. 
This view was stated by Mortimer J. 
Adler, director of the Institute for Phi- 
losophical Research, San Francisco, 
at the annual meeting of the Million 
Dollar Round Table at Bal Harbour, 
Fla. 

Being able to listen well is much 
more difficult than anyone realizes, 

* said Mr. Adler. 

“T can give you one experience of 
mine that explains this.” he said. “I can 
lecture for five hours. There is no 
strain on my mind to speak that long. 
However when I conduct a seminar for 
two hours I am exhausted. It is not 
that I have talked as much as I would 
be talking if I were giving a lecture 
that ran for five hours. It is that I am 
listening—let us say, as I would at an 
executive seminar, where I may 
have 20 men from different corpora- 
tions or businesses around the table, 
with different vocabularies, different 
points of view, different interests. 
Listening to them for two hours inter- 
mittently, while trying to address my- 
self to what they said—that is a most 
fatiguing task. It is not talking that is 
hard. It is listening that is hard. 


Must Listen First 


“Let me make one further point 
about this. In a seminar, if I ask a 
question (as you often may ask a 
a question in a business conversation 
and not listen carefully to the answer) 
how can I ask another good and rele- 
. vant question without first listening 
to the answer? You may ask three 
questions, but you really can’t ask the 
second question that you have in mind 
to ask unless you have absorbed the 
answer to the first. 

“One question will not do. That first 
question is merely the initiation of a 
questioning process in which you have 
to hear the answer. By hearing the 
answer I mean sympathetically stand- 
ing inside the mind, so far as it is pos- 
sible to do so, of the person who is 
answering, and trying to understand 
what he is saying. 

“Often, when I have patience, I will 
say to the person answering, ‘let me 
see if I understand what you are say- 
ing. Your answer is this,’ and I restate 
it. If he says, ‘No,’ I get him to say it 
again or I try to say it again but I do 
not ask the next question because the 
goodness of my next question abso- 
lutely depends upon its relevance to 
answer. 

“If I could write a book about the 
art of listening I could make a million. 
But I would have to tell you how to be 
relevant. I wish I could tell you that. 
Relevancy is not a simple thing. I do 
not know any rule for being relevant. 
All I can say is that you must sensitize 
yourself to what is being said and talk 
to it, not about something else. We for- 
get that communication is a two-way 
process. We tend to think that the 
whole show is set up for us to be heard. 
We are telling the other fellow. Even 
though he is talking part of the time, 
it is not important that we pay atten- 
tion to what he is saying. 

“But if we regard it as a two-way 
process, as dancing is, we may succeed. 
Can you imagine irrelevant dancing? 


Talking should be like dancing. If we 
managed to achieve the same kind of 
relevancy in talking that people who 
dance well with one another as part- 
ners achieve in stepping, how success- 
ful the life of communication and con- 
versation would be!” 

Just asking questions isn’t enough, 
Mr. Adler said. Most people are lazy 
questioners. They ask a question in 
one way and in one way only. Often 
it is necessary to ask a question in 
four or five different ways before find- 
ing the phrasing of the question that 
catches the other fellow’s mind. 

“Almost any question that is worth 
asking can be rephrased to give dif- 
ferent examples of the point and set 
up different frameworks in which to 
ask it,” said Mr. Adler. “I have had 
this experience again and again in 
teaching and in other forms of com- 
munication. Unless you keep at it, 
put a great deal of energy into ques- 
tioning, you often fail to get to first 
base in the business of catching the 
other fellow’s interest or mind. 


Questions Are The Heart 


“Questions are the heart of the mat- 
ter. Questions are always more impor- 
tant than statements. The other fellow 
is much more interested in the ques- 
tions you ask him that in the state- 
ments you make. Questions at least 
invite him to speak. Statements that 
you make invite him simply to listen. 
Questions invite him to listen and 
speak. If you can use questions rather 
than statements you suceed better.” 

There are a number of rules for 
carrying on a conversation well, once 
it is under way, said Mr. Adler. For 
one thing, it is important for all con- 
cerned to know what the issue is or 
the subject under discussion. Often in 
conversations the conversation has 
gone on for quite a long time before 
what is being discussed has been made 
explicitly clear. 

“We often take too much for grant- 
ed,” said Mr. Adler. “We often assume 
too much understanding on the part 
of people we are talking to or talking 
with. We should make a little more 
effort to be explicit about what is 
being talked about, the point under 
discussion, the thing to be decided, 
the problem to be solved. Getting it 
verbally explicit and before every- 
body’s mind would increase, I think, 
the amount of relevancy in the course 
of conversation itself.” 


People Assume Too Much 


Most people assume too much, said 
Mr. Adler. Much would be gained, he 
observed, if two persons coming toge- 
ther to talk for the first time could 
quickly pick out of their pasts those 
parts that are relevant background for 
the present conversation. For example, 
one man might say, “We are talking 
about this, and while we are talking 
about this, let me say that my exper- 
ience on this kind of thing has been 
thus and so.” The other man might 
say, “Well, about this kind of thing, 
I have a deep prejudice which I 
might as well tell you at the begin- 
ning.” If this were done, said Mr. 
Adler, it would be extremely helpful. 

Among the obvious logical fallacies 
that afflict conversation Mr. Adler 
mentioned the mistake of not knowing 
that one should never argue about 
facts. On most matters of fact there 
are ample reference books, almanacs, 
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President E. A. McCord (left) of Illinois Mutual L.&C. is shown with com- 
pany’s major trophy winners and W. 


J. Kumpf Jr. (standing center), vice- 


President and agency director. Virgil Busby (seated) of the McFall agency, 
Watseka, Ill., with $5,707 of annualized premium during April, won master 
trophy for largest premium volume. Deane Davis of Peoria, who wrote 57 apps 
in month, received trophy for that achievement. 





dictionaries to be consulted. Yet many 
people waste endless amounts of time 
wrangling about questions of fact that 
cannot possibly be settled by talk. 

“Whenever in discussion a question 
of fact comes up, table it or do some- 
thing even more important which is 
very easy to do,” he advised. “Just 
say, ‘Look the fact could be this or 
that. Let’s for the moment assume 
this. Why do you think it is this? 
What difference would it make if it 
were that?’ 


Consequences The Important Thing 


“The important thing is not the 
fact, but what would follow if the fact 
were true. Without even bothering to 
go to the dictionary or the reference 
book, you can carry on the discussion, 
exploring the consequences of either 
state of fact. When you find the state 
of fact later, you have reached a con- 
clusion, because both of you can agree 
that if the fact is such and such, one 
set of consequences would follow, and 
if the fact is otherwise another set 
of consequences would follow.” 

Another mistake often made, said 
Mr. Adler, is trying to settle argu- 
ments or differences of opinion by 
citing authorities. Many people think 
they can settle a point by saying, “This 
is so because so-and-so said it.” 

“Authorities never settle anything,” 
said Mr. -Adler. “They themselves hold 
opinions which, even if they are ex- 
perts, have to be qualified by the oppo- 
sition of other experts. It is always 
unfair, as well as essentially wrong, 
to try to settle something by appeal- 
ing to authorities. 

“It is also unfair and wrong when 
a group tries to settle something by 
taking a vote. The majority is not 
always right. A minority of one can 
sometimes be the one right man in the 
group. 


The Most Important Rule 


“The most important rule that I 
want to leave with you is a rule 
that we all violate. It is as follows: 
You should neither agree nor disagree 
with another person until you are sure 
you understand what he is saying. This 
rule is violated whenever we say, as 





most of us do, ‘I don’t know what 
you’re talking about, but I know you're 
wrong.’ To agree with someone you 
do not fully understand is inane and 
to disagree with someone you do not 
fully understand is impertinent. 

“The simple practice we can all 
adopt is as follows. I have tried it on 
occasions and it works wonderfully. 
When I have the presence of mind and 
patience to do what I should, I will 
turn to the other fellow and say, ‘Let 


me see if I can understand what you © 


are saying and repeat it in my own 


words. You tell me if I got the point. | 


“Then I try not to repeat his words, 
because that would prove nothing 
except that I was a good parrot. In- 
stead, I use my own words and I say 
what I think he has said.” 

It may, take several tries, said Mr. 
Adler, before he gets the exact mean- 
ing, but until he does he is not enti- 
tled to say whether he agrees or dis- 
agrees with the statement. 


Can Use Self-Measurement 


“You can measure yourself on 
this,” he said. “With how many peo- 
ple have you agreed or disagreed long | 
before you got to that point of their 
full and complete assent to your un- 
derstanding of what they were say- 
ing? Let us suppose you got that | 
far, and you disagree. Then there are 
only four more things you can say, 
and these are all quite polite ways of 
disagreeing. 

“The first thing you can say is, 
‘You are misinformed. I disagree with 
you because you are misinformed, 
meaning that there are some facts or 
principles relevant to this matter about 
which he is incorrect. When you do 
this, you are obligated to state for the 
other fellow the point on which he 
made a wrong statement of fact. 

“The second statement is a little 
different from the first. It is not that 
he is misinformed, but that he is unin- 
formed. He simply lacks information. 
Had he the information, he would 
again change his mind, you think, in 
your direction. Again you are obligated 
to give him the information which you 
think he lacks. 

“The first two may not be operative. | 
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neither misinformed nor uninformed 
but that he has made a mistake in his 
reasoning. ‘In the light of the facts 
and the evidence that you offer you 
should have concluded this, but you 
concluded erroneously that.’ When you 
do this, you must show him where his 
error in reasoning is, and you must 
show him how the correct process of 
reasoning would lead him in the oppo- 
site direction, or to an opposite con- 
clusion. 

“In the fourth place you can say, 
‘You are incomplete in your analysis. 
You have not gone far enough. Let me 
show you that there are further con- 
clusions that you might come to beyond 
what you see.’ 

“All the other rules are moral rules. 
They all boil down to a _ virtuous 
mastery or discipline of your passions. 
The emotions have no place really in 
discussion. They have a role to play 
in heart-to-heart talks, but not in 
business or public or theoretical com- 
munications. There is no reason for 
getting angry. There is no reason for 
getting impatient. There is no reason 
for aggressively attacking the other 
person’s character. There is no reason 
for making fun of him. There is no 
reason for teasing, baiting, being sar- 
castic. 

“All these things we do because we 
allow our emotions to get involved 
where they have no place. If possible, 
the emotions should be kept out. If 
you cannot keep them out, at least 
keep track of them. Do not let your 
emotions get out of hand. One can 
make the best use of one’s mind when 
one’s emotions are controlled.” 


Provident Mutual Life Has 
Non-Can, Guaranteed Issue 


Disability Income Series 

Provident Mutual Life has introduced 
a series of disability income policies, 
which are non-cancellable and guaran- 
teed renewable to age 65. 

Among significant provisions included 
in the new policies are additional max- 
imum benefit periods for sickness, in- 
cluding to age 65 for males, wider range 
of elimination periods—up to 180 days 
available for both long and short term 
policies—and more optional benefits, 
including partial disability for accident 
only. On long term policies provisions 
included are partial disability benefits 
for accident and sickness, a principle 
sum death benefit in the accident in- 
come policy and optional on all other 
forms, a more liberal definition of total 
disability, waiver of premiums through- 
out the entire period of disability even 
though disability lasts longer than the 
benefit period, and refund of unearned 
premiums after death. 

A new rate structure provides re- 
duced premiums in most areas. The 
company has also issued a new and ex- 
panded occupational classification list- 
ing which contains more liberal ratings 
for many occupations. 


Bankers National Ordinary 
Paid-For Up 17% In June 


Bankers National Life’s ordinary paid 
for in June totaled $5,382,609, an in- 
crease of 17%, and for the first half of 
1961 was $33,578,552, up 5%. Total new 
business, including group, paid-for in 
the six months was $81,704,627, against 
$83,283,682 in 1960. 

Insurance in force at the end of June 
was $783,102,614, a gain of $50,208,243 
since the first of the year. Total income 
for the six-month period reached $9,- 
052,267, a 9.6% increase, and ledger as- 
Sets were $79,675,078, up $2,159,930. 


LIFE INSURANCE EDITION 


4 Trustees Retire Under 
New NW Mutual Plan 


Four trustees of Northwestern Mutual 
have retired, the first board retire- 
ments under a plan adopted by the com- 
pany five years ago which provides for 
a scheduled reduction in retirement age 
until a uniform age of 72 is reached. The 
company believes it is the first major 
U.S. life company to establish such a 


plan. 
The retiring trustees are Louis 
Quarles, Irving Seaman, Harold M. 


Stratton, and Henry M. Trumbower. 
Mr. Quarles, who is a prominent Mil- 
waukee attorney, has been a trustee 
since 1929 and a member of the execu- 
tive and finance committees since 1933. 
He was acting president of the company 
for a short period in 1949. Mr. Trum- 
bower, professor emeritus of commerce 
at University of Wisconsin, has been a 
board member since 1936 and on the 
executive committee since 1950. Mr. 
Seaman, Milwaukee manufacturer, and 
Mr. Stratton, chairman of Stratton 
Grain Co., Milwaukee, became trustees 
in 1936 and 1942, respectively. 

Policyholders have elected six new 
trustees, four to replace the retiring 
board members, and two to fill vacan- 
cies. The new trustees are H. Stuart 
Harrison, president Cleveland Cliffs 
Iron Co., Cleveland; John R. Kimber- 
ly, chairman of Kimberly Clark Corp.; 
Conrad A. Elvehjem, president of Uni- 
versity of Wisconsin; Harry C. Moore, 
president of Beloit Iron Works; Max- 
well H. Herriott, partner in the Milwau- 
kee law firm of Quarles, Herriott & 
Clemons; and Everett G. Smith, execu- 
tive vice-president Albert Trostel & 
Sons, Milwaukee. 


Mo. Fidelity Life Files 
For 250,000-Share Sale 


Missouri Fidelity Life of St. Louis has 
filed a statement with the Securities & 
Exchange Commission seeking registra- 
tion of 250,000 shares of common stock, 
of which 200,000 are to be offered for 
public sales on an all or none basis. Of- 
fering price and underwriting terms 
will be supplied by amendment. 

The SEC said, “The remaining 50,000 
shares will be repurchased by the com- 
pany from the underwriters at the ini- 
tial public offering price and used for 
stock purchase options granted to cer- 
tain officers, employes, agents and gen- 
eral agents.” 

Net proceeds of the sale will be added 
to capital and surplus, SEC said. The 
company has outstanding 165,000 shares 
of common stock, of which St. Louis 
Investment Club, a Missouri corpora- 
tion organized in 1960 by certain offi- 
cers and directors of the company and 
others, owns 76.7%. 


Guardian Life’s. Leaders 
Meeting Story Corrected 


In the July 15 issue of THE NATIONAL 
UNDERWRITER, a typographical error in 
a report on a panel discussion at Guar- 
dian Life’s meeting of regional sales 
leaders changed the title of Earl W. 
Cryer and confused the sense of the 
paragraph, which should have read as 
follows: 

Earl W. Cryer, superintendent of 
agencies, was moderator of a panel on 
Guardian’s new life policies. Panel 
participants were Harry Haiblum of 
Brooklyn; William D. Kelly, Orange, 
N. J.; Arthur J. Merin, Albany; Frank 
P. Nassberg, New York; Price H. Top- 
ping, vice-president and associate gen- 
eral counsel, and Edward C. Zeiger, 
actuary. 


Occidental Of California 
First Half Sales Up 35% 


Occidental of California, in piling up 
record first-half sales of $1,223,166,196, 
recorded a volume equaling two-thirds 
of its total for all of 1960. This six- 
month production represented an in- 
crease of 35%. 

Largest portion of the gain was in 
group life sales which reached $543,- 
714,075, an increase of 134%. Approxi- 
mately $215 million of the group busi- 
ness was the company’s participation in 
the non-operating railroad employes’ 
insurance program. A gain was also 
shown in individual sales, which totaled 
$679,452,121, up $5,918,746. 

Individual A&S business increased 
also, and premiums were up 10%. 


Franklin Life First Half 
Sales Total $439 Million 


New paid sales in the first six 
months of 1961 for Franklin Life 
totaled $439,991,605, putting the com- 
pany’s in force figure well above the 
$4 billion mark at $4,210,871,518. 

Gains also were reported in income 
from premiums and investments which 
totaled $63,825,252 for the first six 
months, an increase of 8.4% compared 
with the same period a year ago. 
Seek Bids On Texas Coverages 

The Texas department of public 
welfare is seeking inquiries from in- 
surers interested in providing coverage 
for in-patient care for the 221,000 per- 
sons over age 65 in Texas who are re- 
ceiving old age assistance. 

Under a new law, the department 
of public welfare may provide for hos- 
pitalization and surgery for this group, 
payment of claims to be made by the 
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insurer directly to the organization 
rendering the service under a medi- 
cal assistance program administered 
by the department of public welfare. 

Premium payments would. be 
monthly on a lump sum basis with no 
sales or agent commission involved. 
The insurer would process and pay 
claims to the vendor of services in ac- 
cordance with a group and contract . 
agreed upon between the department 
of public welfare and the insurer. 

Inquiries may be directed to John H. 
Winters, commissioner of the Texas 
department of public welfare, Trib- 
une Building, Austin. 


Mass. Mutual Adding Fifth 
Dividend Option To Some 


Policies Already In Force 


Massachusetts Mutual has instituted 
a new policy whereby the fifth divi- 
dend option may be attached to cer- 
tain policies already in force. 

The option includes both suicide and 
incontestability features running for 
two years from date of attachment of 
the rider, which may be added to any 
CSO policy already in force, if certain 
requirements are met. 

The major requirements are that 
the basic policy be on a permanent 
plan and that the basic face amount be 
greater than $5,000. Also, at date of at- 
tachment, the policyholder must not 
be over age 60 and must furnish evi- 
dence of insurability. His current un- 
derwriting classification must be the 
same as that under the basic policy 
and premiums under the policy must 
be payable for at least 10 more years. 

Michigan Life reports that Vernon S. 
Glendening, Detroit, led all ordinary life 
producers during the first six months. 


CHANGING TO THE 1958 CSO TABLE? 
BOWLES, ANDREWS & TOWNE has available: 


@ Non-forfeiture values, 242% and 3%, minimum first 5 
years graded into CRVM reserves end of 15 years. CRVM 
and Net Level reserves, for most standard and some special 


plans. 


e Electronic computing facilities (both Burroughs 220 and 
IBM 607) for calculating: non-forfeiture values, asset shares, 
reserves, gross premiums, dividends. 


-@ A large staff experienced in serving as the company’s ac- 
tuary or working as an extension to the company’s actuarial 
department. In addition to computing work the staff can as- 
sist in establishing basis of dividends and gross premiums and 
preparation of policy forms and ratebook text. 


For further information write or call 


BOWLES, ANDREWS & TOWNE, INC. 


RICHMOND: 
P. O. Box 6716 
Richmond 30, Virginia 


PORTLAND: 
465 Congress Street 
Portland, Maine 


ATLANTA: 
1389 Peachtree Street, N.E. 
Atlanta 9, Georgia 


DALLAS: 
715 Meadows Building 100 Biscayne Boulevard, South 
Dallas 6, Texas 





NEW YORK: 
156 William Street 
New York 38, N. Y. 


MIAMI: 


Miami 32, Florida 
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Insurance Society Of N.Y. Nears 
Budget Goal For Granting Degrees 


By ROBERT B. MITCHELL 


NEW YORK—Insurance Society of 
New York is within $40,000 of the 
additional annual budget of $165,000 
its board feels it needs in order to 
seek degree-granting status for its 
insurance school. 

Dean A. Leslie Leonard said the 
expansion of the present school to 
degree-granting rank could take place 
at the start of the semester that opens 





A. Leslie Leonard W. P. Worthington 


next February if only a few more com- 
panies come through with $7,500 an- 
nual dues pledges. Dues are graded 
according to the number of a company’s 
employes, maximum dues being $7,500 
a year, for companies with 5,000 or 
more employes, scaling down to $100 
a year for companies with 25 or fewer 
employees. 

Ten life companies have already 
agreed to the specified dues schedule. 
William P. Worthington, chairman of 
Home Life of New York, is chairman 
of the special committee of the Insur- 
ance Society for the college develop- 
ment program. Another life insurance 
member of the seven-man committee 
is James A McLain, chairman of 
Guardian Life. In addition to Home 
Life and Guardian, life companies 
pledging dues for the college program 
are Equitable Society, Golden Eagle 
Life of Brooklyn, Metropolitan Life, 
New York Life, Postal Life, Savings 
Bank Life Insurance Fund of New 
York, Standard Security Life of New 
York, and United States Life. 

In addition, many fire companies 
that own life companies are pledged to 
contribute dues. Many brokerage of- 
fices are also represented. In all, more 
than 130 insurance organizations have 
agreed to support the college through 
annual dues. 

The society sees five major needs 
that would in large measure be satis- 





fied by a professional insurance col- 
lege: 

1. A college of higher learning, close- 
ly allied with the insurance business, 
offering a strong insusance program, 
would go far to meet the need for 
professionally trained management 
replacements and would provide a 
facility for upgrading companies’ staff 
members. 

2. It would provide a conveniently 
located college to meet the needs of 
insurance eprsonnel who want to study 
part-time toward attaining a degree. 

3. The college would serve to pro- 
vide the public with additional evid- 
ence that the insurance business in- 
tends to attain professional stature 
along with accounting, engineering and 
other similar disciplines. 


For All Categories Of Business 


4. The college would have the pri- 
mary purpose of producing profes- 
sional insurance men in all categories 
of the business. 

5. The college would offer a work- 
study educational program that would 
be an important source of manpower 
for the insurance business. 

The plan is to expand the present 
evening division of the School of In- 
surance to incorporate additional lib- 
eral arts and business courses. This 
expanded program, leading to a bach- 
elor’s degree, would include 47% lib- 
eral arts subjects, 28% insurance 
courses and 25% supporting courses 
such as law, statistical methods, and 
accounting. On satisfactory establish- 
ment of this degree program, a day 
division curriculum would be estab- 
lished on a cooperative or work-study 
basis, similar to that at 60 other col- 
leges where students alternate their 
time between the classroom and gain- 
ful employment. Students for this 
“co-op” program would be recruited 
by insurance companies, agencies and 
brokerage offices from the upper half 
of high school graduating classes. 


Worked Well In ’30s 


At the end of 5% years under 
the work-study program, each student 
would have had 2% years of prac- 
tical work experience as well as having 
earned his bachelor’s degree with a 
strong major in insurance. Since the 
insurance business utilized this type 
of program for recruiting in the early 
730s with excellent results, this cur- 


rent program should be an ideal com- 
plement to present recruiting develop- 
ments, the college development com- 
mittee feels. The evening division will 
offer ample opportunity for the part- 
time student to work for his degree. 
Achieving the degree will require con- 
tinuous application for six to eight 
years, depending on the study load 
carried. 

“The proposed curriculum for the 
bachelor’s degree represents a truly 
modern, professional program designed 
to provide graduates with a first- 
rate liberal arts education as well as 
a broader understanding of business 
principles and practices and a real 
awareness of insurance knowledge 
and skills,” according to a statement 
by the committee. “It is founded on 
the belief that the insurance man of 
the future will need the broadest pos- 
sible education to recognize, under- 
stand and appreciate ail of the com- 
plexities of the problems he will 
face, and to react intelligently to these 
challenges.” 

In addition to members of the pre- 
sent faculty and those chosen from 
those who have indicated a desire to 
teach in the school once it becomes 
degree-granting institution, it is 
planned to invite from the insurance 
business guest lecturers who will cover 
their special fields. The educational 
values to be derived from this pro- 
cedure will add strength to the entire 
a degree-granting institution, it is 
feels. 

The society has prepared a list of 
19 reasons why the School of Insur- 
ance should become a degree-grant- 
ing college of insurance. Some of these 
points have been covered in this 
article. Here are some of the others 
on the list: 


Modest Tuition Charges 


—Modest tuition charges will be 
possible because of the emphasis on 
instruction and the de-emphasis of 
athletic and other extracurricular acti- 
vities. The single-purpose curriculum 
will also tend to prevent the building 
up of large departments with attend- 
ant high costs. 

—By establishing its own college, 
the insurance business would be recog- 
nized as a business planning for its own 
improvement, organizing its forces to 
achieve professional stature and gain- 
ing greater appeal is a prestige occupa- 
tion. 

—The insurance college will attempt 
to vigorously meet the needs of the 
insurance business by recruiting and 
training people who can communicate 
satisfactorily—who can speak well, 
listen intelligently, read with under- 
standing and write with purpose. 

—The insurance college would be a 
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single-purpose quality institution per- 
forming services not obtainable else- 
where, and deserving of the unified 
support of all elements of the business, 
All efforts would be focused on estab- 
lishing and building a highly effective 
educational facility. 

—The close liaison between insur- 
ance organizations and the insurance 
college would help to assure the estab- 


lishment of high admission standards — 


and encourage good scholarship. 
High Interest Shown 


—Surveys of potential students have © 
shown a high interest in matriculat- — 


ing at an insurance college. The eve- 


ning division would probably double in © 


size in the next two years. 
—The Insurance Society, 


has the national and international re- 
putation necessary to insure its success 
as a degree granting institution. 


—The administrative staff is exper- © 
in college © 
The library of the? 
Insurance Society is one that any col- © 
lege could be proud of. Because the © 


ienced and well trained 
adminisiration. 


saciety’s staff, faculty, advisory com- 
mitees and directors are all insur- 
ance people acutely aware of the needs 
of the business, the Insurance Society 
is the ideal institution to establish and 
operate an insurance college. 








Deane C. Davis, president of Nation- 
al Life of Vermont, seated right, sees 
a favored project take a forward step 
as Gov. F. Ray Keyser Jr. of Vermont 
signs an appropriation bill for the 


Calvin Coolidge Memorial Foundation. © 


Mr. Davis is president of the founda- 
tion, whose aims include a $1 million 
library-museum at the Coolidge home- 
stead at Plymouth, Vt., to preserve 
state papers, other documents and 
memorabilia of the late President. 
Seated left is John Coolidge, son of 


the President, and standing, from left, | 


are Sen. John H. Boylan, Lieut. Gov. 
Ralph A. Foote, and George H. Ami- 
don, state treasurer and foundation 
treasurer. 





LIFE GENERAL AGENTS 
$12,000 - $18,000 


One of finest, old line eastern com- 
panies needs experienced producers 
to build career agencies in many parts 
of country. +¢N-856 


GROUP SALES MANAGER 
$11,000 


Large multiple line company in mid- 
west is expanding the midwest re- 
gional sales program. Manager with 
proven record preferred to develop 
progress. +:N-858 





A&H SALES MANAGER 
$12,000 


One of most dynamic A&H companies 
is rapidly appointing Managers in 
many areas—coast to coast. Good rep- 
utation—full line of policies. £N-859 


LIFE ACTUARY 
$14,000 


One of largest multiple line companies 
in midwest wants man with Associate 
standing to step into a chief manage- 
ment role. +:N-860 





One of top rated companies in south- 
east is expanding their Branch Office 
operations in states from coast to 
coast. Fine portfolio for proven Man- 
agers. 3¢N-857 








Send for our free brochure, How We Operate. 
No obligation to register. 


Insurance Personnel Exclusively 


330 S. Wells St. 


HArrison 7-9040 


Chicago 64, Ill. 





ASST. LIFE AGENCY DIRECTOR 
$14,000 


Young man with proven sales record 
and strong ability to recruit and train 
G.A.’s. East Coast. 4¢N-861 








with a - 
student body of almost 3,000, already © 

















traine 
nies i 


plains 
to hel 


Luther: 
$1.4 Bil 

Luthe 
in force 
393,487, 
more th 
months 
30, 1960 
during J 
an incre 
year. Bu 








9, 1951 


ion per- 
le else- 

unified 
business. 
n estab- 
effective 


n insur- 
asurance | 
ie estab- 
tandards 
. 


nts have ~ 
triculat- © 
“he eve- 
louble in © 


with a 
already 
ional re- © 





s success © 
\. : 
Ss exper- © 
college © 
of the 
any col- © 
ause the © 
ry com- © 
1 insur- | 
he needs 
» Society 
lish and 


_—_—__—_—__. 
a : 
” I j 
| 

1acg 

5 





f Nation- 
ght, sees 
yard step 
Vermont 
for the 
undation. © 
founda- 
1 million 
ye home- 
preserve 
nts and 
resident. 
son of 
rom left, 
put. Gov. 
H. Anmi- 
yundation 





npanies 
ssociate 
nanage- 


———— 


ECTOR 








record By 
nd train 








July 29, 1961 


Danish Insurance Man 
In Exchange Program 
At Mutual Of New York 


Mutual of New York, which is partic- 
ipating in an international exchange 
program of paid traineeships for recent 
college graduates, is training a Danish 
insurance man during the summer. 

The trainee, 34-year-old Harald Er- 


land Ove Vraagaard, is a supervisor in. 
the life department of Skandinavia of 


Copenhagen, one of Denmark’s largest 
insurance companies. Mr. Vraagaard 
graduated recently from Handel- 
shojskolen, a business school in Copen- 
hagen, but he has been in the insurance 
pusiness since 1948 under a special 
Danish work-study program. 

Mr. Vraagaard, who has been as- 
signed to Mutual’s control division, 
says that he is here “to learn Ameri- 
can insurance operations, especially in 
regard to the organization and planning 
of office procedures and home loans 
and mortgages.” 


Business, Economics Students 


The exchange program is run by Assn. 
Internationale Des Etudiants en Scienc- 
es Economiques et Commerciales, an or- 
ganization of student-faculty groups at 
144 universities in 24 countries. Its pur- 
pose is to exchange college students be- 
tween countries—on a one-for-one ba- 
sis—to learn each other’s business 
operation. Students, mainly in business 
and economic subjects, are given paid 
traineeships with participating compa- 
nies in these countries. 

As for the gain realized by participat- 


| ing companies, George Wilgus, Mutual’s 


2nd vice-president for personnel, ex- 
plains, “We feel it is our responsibility 
to help educate foreign students in 
American business methods, especially 
American insurance methods. It’s im- 
portant that they learn these things 
and we, in turn, gain information from 
them.” 

Mr. Vraagaard is the second foreign 
trainee Mutual has taken on. According 
to Mr. Wilgus, the first student last year 
“worked out fine.” 


Most Of Ky. Department 
Staff Under Merit System 


Most employes of the Kentucky de- 
partment have been placed under the 


' merit system. The exceptions are the 


commissioner, deputy commissioner, 
their secretaries, division directors and 
the custodian of insurance securities. 

The merit system law was advo- 
cated by Gov. Combs and adopted by 
the 1960 legislature. Commissioner 
Hockensmith said the system “will 
offer career opportunities, extend 
job security and improve the over- 
all caliber of insurance department 
personnel in years to come.” 


Lutheran Brotherhood Nears 
$1.4 Billion In Force Mark 

Lutheran Brotherhood’s insurance 
in force increased to a total of $1,- 
393,487,432 as of June 30—a gain of 


‘ more than $86 million in the first six 


months and up $175 million since June 
30, 1960. Issued and paid-for business 
during June totaled nearly $23 million, 
an increase of 12% over June of last 
year. Business for the current year to 
date totals more than $121 million, a 
gain of nearly 8% over a similar peri- 
od in 1960. 
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250 At Gen. American 
President's Club Meet; 


Introduce New Policy 

“There is Nothing Like a Sale” was 
the theme of the General American 
Life President’s Club at Bal Harbour, 
Fla. Approximately 250 people at- 
tended. 

One of the highlights of the meeting 
was the introduction of a new non- 
cancellable and guaranteed renewable 
disability income policy by J. Ken- 
neth Wylie, director of health insur- 
ance sales. The presentation was sup- 


plemented by a session conducted by 
Charles E. Fritsche, director of execu- 
tive and employe benefits plans, who 
discussed the business insurance mar- 
ket for the new policy. 

Honored as officers of the Presi- 
dent’s Club were Fred R. Sale, presi- 
dent; Ira Fleischmann, 1st vice-presi- 
dent; and William D. Graham, 2nd 
vice-president. Officers are determined 
by top ranking in paid premiums. 

Special recognition was given to Vic- 
tor E. Behrens Sr., who has qualified 
for the President’s Club for 20 years, 
and to five who have each qualified 
for 15 years: Claude J. Cook, Otto A. 
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Jeanes, Fred R. Sale, Leonard L. Se- 
lig, and Abe A. Wolman. 

Adm. Sidney W. Souers, chairman, 
and President Frederic M. Pierce 
headed the list of company officials 
who spoke at business sessions. Wil- 
liam Gove, well-Known sales consult- 
ant, addressed one of the luncheons. 
His talk was titled “Time, Tools and 
Temperament.” 

John Hancock’s bureau of investiga- 
tion, which has been part of the corpor- 
ate secretary’s department, has had its 
title changed to the department of spe- 
cial activities. 


















































































ALVIN D. BAGGETT 
Manager 
Houston, Texas 













HEADED FOR THE TOP 









Alvin Baggett is definitely on his way 

up. Through Occidental’s Career Analysis 
Program, he was selected to manage 

the’ Occidental Agency in Houston, Texas. 
Since then, his has become one of the 
leading agencies in the Company. 

In addition, Alvin has earned membership 
in Occidental’s Millionaire’s Club and 
Top Honor Club. 






With Occidental’s emphasis on modern 
training techniques, effective 
merchandising and close home office 
supervision, Alvin Baggett will continue 
to advance in the Life Insurance 
Business. If you’d like to know more 
about opportunity at Occidental, write 
Cou Browne, Executive Vice-President, 
for details. Management positions now 
available in Southern and Western States. 































OCCIDENTAL LIFE INSURANCE COMPANY OF NORTH CAROLINA e Home Office, Raleigh 
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American F.&C. 
Forms Life Insurer 


American Pioneer Life has been or- 
ganized at Orlando, Fla. Authorized 
capital is $5 million, consisting of 242 
million shares of $2 par value stock. 
The company is a subsidiary of Ameri- 
can Fire & Casualty, which writes 
approximately $10 million in fire and 
casualty premiums a year. Another 
member of the group is a reinsurer, 
American Independent Re. Currently 
licensed in Florida, the new life com- 
pany will be entered where American 
Fire & Casualty operates—17 states, 
District of Columbia and Puerto Rico. 
The company will operate primarily, 
but not exclusively, through American 
F.&C. representatives. 

Offciers of American Pioneer are 
Walter L. Hays, president; George S. 
Bradshaw, Ist vice-president and 
treasurer; Darell G. Haass, executive 
vice-president; Charles E. Hager, Billy 
L. Hays, Baxter M. Porter, Charles T. 
Williams Jr., vice-presidents; Mrs. 
Dorothy C. de Noyelles, secretary; and 
Charles W. Eady, comptroller. 


HteNATIONAL UNDERWRITER 


Mr. Hays is president of American 
F.&C. and American Independent Re. 
Mr. Bradshaw is Ist vice-president of 
those two companies. 

In addition to Mr. Hays and Mr. 
Bradshaw, directors are Robert T. 
Anderson of Orlando, senior member 
of law firm of Anderson, Rush, Ward 
& Dean; H. R. Cloud, Orlando, presi- 
dent and member of advisory board 
of Minute Maid Co.; Allen C. Grazier, 
St. Petersburg, partner in law firm of 
Grazier & Coit; Robert R. Guthrie, St. 
Petersburg, retired merchant and di- 
rector of Allied Stores Corp.; and Al- 
bert Roberts Jr., St. Petersburg, gen- 
eral partner in New York investment 
firm of Goodbody & Co. 


National Savings Life Sold For A 
Reported $330,000 To Old National 
Old National of Houston has pur- 
chased National Savings Life of Spar- 
tanburg, S.C., for a reported $330,000. 
National Savings Life was owned by 
National Fidelity, a fire and casualty 
insurer headed by A. D. Cudd Jr., 
mayor of Spartanburg. National Fideli- 
ty has been taken over by the South 
Carolina insurance department to de- 
termine its financial condition. 
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Maine Agents Elect 
Sedgeley President 
At Rockland Annual 


ROCKLAND, M.—Robert Sedgeley, 
United Benefit Life, Bangor, was 
elected president of Maine Life Un- 
derwriters Assn. at its annual conven- 
tion here. He succeeds Albert W. Hart- 
ley, Mutual Benefit Life, Portland. 

Paul H. Harrison Jr., Union Mutual 
Life, Portland, was named executive 
secretary; Leon F. Higgins II, Tra- 
velers, Bangor, treasurer; David F. 
Whorf, Union Mutual Life, Portland, 
state committeeman and Mr. Hartley, 
national committeeman. 

Named district vice-presidents were 
Carl Hamlin, New York Life, Milo 
(eastern Maine); Maurice Senechal, 
Massachusetts Mutual Life, West- 
brook (southern Maine); John Albert, 
Prudential, Waterville (Kennebec); 
Glenn B. Lamoreau, Aetna Life, Rich- 
mond (Androscoggin valley), and 
Lewis Willard, New York Life, Presque 
Isle (Aroostook). 

David M. Blumberg, Massachusetts 
Mutual, Knoxville, Tenn., NALU vice- 
president, told the association that 
while the national association original- 
ly supported the Keogh bill, it now is 
against it. He said changes in the type 
and structure of the bill have been 
made; but he is hopeful that these de- 
ficiencies will be corrected when the 
bill comes out of committee. 

As it now stands, the bill states that 
a proprietor employing not more than 
three persons could count on about 
10% of his income as tax free. Thus, 
a retirement program would be based 
on annual income, which might fluc- 
tuate, as against a stated and set 
amount as provided in a life insurance 
plan. 

Mr. Blumberg said life companies 
are automatically eliminated from 
being trustees of plans under the Keogh 
bill since it provides for them being 
handled only by a bank. 

Francis L. Merritt, career develop- 
ment director Mutual Benefit Life, 
said life agents need to secure a much 
greater psychological understanding 
of people. More than simply selling 
life insurance, the agent is actually 
selling character—the character to 
save money, to be thrifty, to create 
money to protect a family when earn- 
ing power stops. 

Hal L. Nutt, director Purdue Ins- 
titute, also spoke. 


State Mutual’s Half-Year 


Life Sales Increase 25% 


State Mutual Life’s total life sales 
in the first half of 1961 were $248,- 
741,000, a gain of 26%. 

The increase was mainly due to 
group life sales which were $142,568,- 
000, as compared to $89,696,000 in the 
first six months of 1960. Estimated 
new annual group premiums and de- 
posits increased 65% for the half-year 
period. 

Individual life sales were slightly 
more than $106 million, which repre- 
sented no change for the first half of 
1961 as compared to the same period 
in 1960. 

Actuarial Firm Formed 

The actuarial firm of Brown, Conrad, 
Richardson & Flott has been formed, 
with offices at Chicago and Cleveland. 
Principals are Jean G. Conrad, who will 
head the Cleveland office at 1328 Citi- 
zens Building, and Edward D. Brown 
Jr., Robert A. Richardson, and Robert F. 
Flott at the Chicago office, 209 West 
Jackson Boulevard. 
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A. C. Adams To Serve 
Out Halloran Term 
As Trustee Of NALU 


WASHINGTON—Albert C. Adams, 
retired general agent of John Hancock 
at Philadelphia © 
and former presi- 
dent of National 
Assn. of Life Un- 
derwriters, has 
been appointed to | 
serve out the un- 
expired portion of | 
the term of the 
late A. J. Halloran © 
as trustee of — 
NALU. Mr. Hal- 
loran, who at the — 
time of his death © 
on June 5 was 





Albert C. Adams 





manager for Baltimore Life in Wil- 
liamsport, Pa., was elected to the 
NALU board for a two-year term in 
1959. 

Mr. Adams’ appointment was ap- 
proved by the NALU executive com- ' 
mittee at a meeting here and was rati- 
fied by the full board by a mail bal- 
lot. He will serve until elections for © 
trustees are held during the NALU © 
annual convention at Denver, Sept, | 
24-29. 


St. Paul F.6M. Has 
New Policy For 


Electronic Equipment 

St. Paul F.&M. is filing a special pol- 
icy designed to insure electronic data 
processing equipment, reproduction 
cost of magnetic tape and the expense 
of assembling information, and the ex- | 
tra expenses necessary to return to a 
normal operation after a loss occurs, 

The St. Paul “News,” St. Paul 
F.&M.’s company newspaper, announc- 
ing the new policy states that the idea 
for it arose with the fire at the Penta- 
gon about three years ago that cost 
millions of dollars worth of electronic 
data processing machinery and hun- 
dreds of rolls of magnetic tape. The 
cost of replacing the machinery and 
reassembling the tapes was staggering. 
The company set up a committee to 
study the market and profit possibil- 
ities of insurance against such _ loss. 

W. G. Smith, assistant secretary of 
the marketing department, and Edé- 
ward Feffer, research, found that by 
1968 American industry would be us- 
ing some 995 large computers, about 
7,795 medium computers and 43,000 
small computers. 


Pathan chcimmtte die 





Brandon Agency Wins | 
Pan-American Life Contest 


The Denby Brandon agency, Mem- 
phis, was the winner of Pan-American | 
Life’s annual president’s month cam- | 
paign. The agency produced 1,347% of © 
its quota and also had the two top indi- © 
vidual producers, Oskar Hurt Jr, who © 
came in first and Allen P. Jacobson, 
who was second. 





Tubergen Retiring 

Theodore A. Tubergen, chief exam- 
iner of the Michigan department and 
a member of the examining staff since 
1936, has announced his imminent re 
tirement and was honored at a retire- 
ment luncheon this week by fellow 
employes and friends. He is being suc: 
ceeded by Donald W. Fritz, assistant” 
chief. Mr. Tubergen has held the chief 
examiner’s post since 1956 and has 
directed receiverships for six insurefs 
and has served in an advisory capacity 
in numerous mergers. 
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NALU Service Award | 
Luncheon To Hear 
Denver Publisher 


WASHINGTON—E. Palmer Hoyt, 
editor and publisher of the Denver 
Post, will be the speaker at the public 
service award luncheon during the an- 
nual convention of National Assn. of 
Life Underwriters at Denver, Sept. 24- 
29. The luncheon will be Sept. 28 and 
will honor those local and state life 
underwriter associations chosen by a 
panel of judges as the 1961 public ser- 
vice award winners. NALU and In- 
stitute of Life Insurance are co- 
sponsors of the public service award 
program. The awards are an annual 
affair. 

Mr. Hoyt was chosen as the speaker 
for the luncheon because as the an- 
nouncement put it, “his extensive par- 
ticipation in organizational, local, state 
and national affairs reflects the phil- 
osophy of the public service awards 
program.” 

The program was started in 1956 
by the Institute of Life Insurance and 
NALU to encourage local life under- 
writer associations and their members 
to take an active role in promoting 
worth-while community projects. The 
institute and NALU provide the or- 
ganizational pattern and the stimula- 
tion to keep the movement alive and 
growing. Louis I. Dublin, recently 
retired health and welfare consultant 
of the institute, gave the program his 
personal attention and leadership dur- 
ing its first four years. The awards 
now are presented in his honor. 

The program seeks also to recognize 
the accomplishments of local associa- 
tions by awarding plaques each year 
to the four associations whose com- 
munity projects are deemed to be the 
most outstanding within their size 
categories. These plaques and certi- 
ficates for runner-up associations are 
officially presented during the NALU 
conventions. The four major award 
winners are later honored at public 
dinners by the institute and NALU in 
their home communities. Tickets for 
the luncheon at the convention are 
$3.75 and may be bought in advance by 
those making advance registration for 
the convention. 


Southwestern Life Has 
New Business Gain Of 13% 


Southwestern Life reports new busi- 
ness during the first half reflected a 
gain of nearly 13% over the same 
period last year. 

The company issued a total of 
$140,069,993 of new paid-for insurance, 
as compared with $124,070,243 in the 
first half of 1960, an increase of some 
$16 million. New ordinary life sales 
showed a 12% gain. 

Southwestern Life’s insurance in 
force at the end of June totaled 
$2,185,005,823—-an increase of more 
than $68 million during the first half 
of 1961. 

Benefit payments to policyholders, 
and beneficiaries made by Southwest- 
ern in the six-month period amounted 
to $18,847,710 and increased the total 
of such payments since the company 
was organized in 1903 to more than 
$384 million. 


Two Pa. Insurance Bills 


Two bills affecting the life insurance 
business have suffered different fates in 
the Pennsylvania legislature. 

—The senate passed and sent to the 


Goldberg Gives Approach For Sale Of 
Insurance For Charitable Endowments 


house a bill authorizing mergers of 
Pennsylvania-based and out-of-state 
companies. 

—The senate defeated a house-passed 
bill which would have brought debit 
agents under the state’s unemployment 
compensation system. 


New York Releases 
Disability Benefits 
Law ‘60 Experience 


The New York department has re- 
of companies authorized to do busi- 
leased the combined 1960 experience 
ness in the state under the disaiblity 
benefits law. The experience tables 
show that in 1960, some 2,485,000 em- 
ployes were insured for the required 
minimum coverage, as against 2,458,- 
579 in 1959. 

The experience under plans which 
provide benefits in excess of those re- 
quired by law and covering an ad- 
ditional approximate 1,550,000 work- 
ers, is not included in the tables be- 
cause no significant conclusions can 
be drawn from this experience in view 
of the many variations involved. 

During 1960, the frequency of claims 
decreased, while duration of disability 
and the cost per claim increased. For 
each 100 employes insured, 6.31 re- 
ceived benefits as compared with 6.49 
per 100 during 1959. The average dis- 
ability period in 1960 was 7.15 weeks as 
against 7.01 weeks in 1959. Benefit pay- 
ments per employe averaged $242.48, 
an increase of $12.11 over 1959. 

Superintendent Thacher pointed out 
that in comparing the 1960 experience 
with that of prior years, it should be 
noted that the maximum benefit pe- 
riod was increased from 13 weeks to 
20 weeks on July 1, 1956, from 20 
weeks to 26 weeks on July 1, 1958, and 
that the weekly maximum rate has 
been increased five times since 1950 
and as of July 1, 1960 was $50 a 
week. 

Other 1960 vs 1958 figures are 
amount of covered payroll, $6,970,839,- 
624 and $6,705,233,823; number of ini- 
tial claims allowed, 156,819 and 159,518; 
total number of weeks paid, 1,121,040 
and 1,118,975; losses paid, $38,025,988 
and $36,748,788; average weekly rate 
of benefits paid $33.92 and $32.84, and 
annual claim cost per employe, $15.30 
and $14.95. 


Life Company Launched 
By Harleysville Mutual 


The Harleysville Mutual group of 
property and casualty companies has 
launched a life affiliate, Harleysville 
Life, which will begin immediately to 
write life business. Operations began 
with a home office training meeting 
attended by general and special agents 
from Pennsylvania. Speakers at the 
meeting were Dr. S. S. Huebner, presi- 
dent emeritus of American College, 
and Arthur A. Alderfer, president of 
the group of companies. 

The life affiliate is a stock company 
with $300,000 capital and $600,000 sur- 
plus. The stock is owned principally by 
the other companies in the group. Otto 
C. Lee, vice-president in charge of 
sales of the property and liability in- 
surers, holds the same post in the life 
company. 

The life company’s operations will 
be limited initially to Pennsylvania. 
For the present, seven types of policies 
will be offered—reducing term, five- 
year renewable term, whole life, life 
full paid up at 65, endowment at 65, 
family plan and one-parent family 

plan. 


The mathematics of using life insur- 
ance to fund charitable endowments 
and thereby effect 
a tax saving for 
the buyer were ex- 
plained by Philip 
J. Goldberg, gen- 
eral agent of Can- 
ada Life at New 
York, in the March 
11 issue of The 
National Under- 
writer. In the ar- 
ticle that follows, 
Mr. Goldberg ex- : 
a Philip J. Goldberg 
in selling on the charitable-bequest 
basis. Mr. Goldberg made a featured 
talk on this subject at the recent an- 
nual sales conference of Canada Life 
at White Sulphur Springs, where he 
was president of the conference in rec- 
ognition of again leading the company’s 
sales force in 1961. 


By PHILIP J. GOLDBERG 


During this past year there has sud- 
denly emerged dramatic and increas- 
ing recognition of the idea of funding 
a charitable endowment through life 
insurance. Not only has there been 4 
plethora of articles in insurance peri- 
odicals, most of which treat of the tax 
shelters implicit in life insurance en- 
dowment, but several forward-looking 
companies have scheduled the subject 
for presentation and discussion at 
seminars and conferences. It can be 
expected that, within a few years, the 
concept will have made such great 
impact that it will be “sold” and “ac- 
cepted” with about the same respon- 
siveness as is true today of pension 
plans. 

There are good reasons for this 
growing acceptance. While American 
philanthropy is at a record high, our 
charitable institutions are all too 
aware of the intense competition for 
available contribution dollars, the 
higher cost of doing business, the im- 
pact of economic recessions. This makes 
it necessary for the executives of these 
institutions to think in terms of secur- 
ing their organizations against these 
vicissitudes, just as the farsighted in- 
dividual and corporation have come to 
do. And, as life insurance is an in- 
tegral part of estate planning and cor- 
porate programing, so will it emerge 
as an integral part of charitable en- 
dowment. 

The Institute for Financial Planning, 
with which I am associated as chair- 
man of the board, has been able to 





put in force some $18 million of chari- 
table life insurance over the last few 
years. In the course of this undertak- 
ing, working both with donors and 
with the institutions themselves, we 
have been able to refine our approach- 
es and techniques. It is, therefore, the 
purpose of this article to review some 
of these techniques, in the hope that 
insurance salesmen across the country 
may be motivated to become active in 
this area. In my view, it is a great op- 
portunity for both service and business 
—service to the client, because chari- 
table giving can be a significant part 
of effective financial and estate plan- 
ning; service to the community, be- 
cause philanthropic institutions across 
the country are searching for ways to 
assure the continuity of their impor- 
tant programs; and good business for 
the life insurance salesman, because it 
is axiomatic that when we are render- 
ing service to clients and community 
we must prosper in our chosen calling. 

Basically, the creation of charitable 
endowment through life insurance is 
only secondarily life insurance sales. 
Life insurance is the funding vehicle 
—but what must be sold is the concept 
of charitable endowment itself. This 
involves a fusion of several skills— 
fund-raising knowledge and ability, 
public relations, and salesmanship. 
Your product is basically the institu- 
tion, not the life insurance. 

Picking Area Is Important 

The first problem you face is pick- 
ing the charitable area in which you 
choose to work. Clearly, your personal 
philosophy on community life will be 
your essential guideline. I assume that 
most of us would be more interested 
in building an endowment for the 
YMCA, for example, than for the John 
Birch Society. 

Beyond the matter of personal emo- 
tional involvement, however, is the 
question of the financial condition of 
the institutions which might command 
your energies. An organization with a 
fairly stable operating budget, some 
reserves and long-range program ob- 
jectives is the most likely candidate 
for a life insurance endowment pro- 
gram. This premise is arrived: by a 
process of elimination. An organization 
which faces difficulty in funding its 
day-to-day operations will scarcely be 
conditioned to thinking about an en- 
dowment. Some reserves are impor- 
tant, because reserves may be a key 
to sophisticated programs calling for 
substantial face amounts of life insur- 
ance. As to objectives, the organiza- 

(CONTINUED ON PAGE 13) 














AGENCY VICE PRESIDENT 


YOUNG PROGRESSIVE LEGAL RESERVE STOCK LIFE INSURANCE 
COMPANY WITH OUTSTANDING PORTFOLIO OF COMPETITIVE 
LIFE POLICIES HAS OPPORTUNITY AVAILABLE FOR AGGRESSIVE 
MAN WITH PROVEN ABILITIES 
RECENT PENNSYLVANIA EXPERIENCE HELPFUL. NOW EXPANDING 
TO OTHER STATES. ‘‘THE’ POSITION FOR “THE” RIGHT MAN! 
EXCELLENT SALARY — ALSO OPPORTUNITY TO MAKE LARGE 
CAPITAL GAINS WITH ATTRACTIVE STOCK OPTION PROGRAM. 


Jules Axelrod, Executive Director 
American Penn Life Insurance Co. 
Walnut at 15th 
Philadelphia 2, Pa. 


IN BUILDING LIFE AGENCIES. 
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HieNATIONAL UNDERWRITER 


Home Office Changes 


Fidelity Mutual Life 


W. C. Keesey, 
senior vice-presi- 
dent, investments, 
since 1956, has re- 
tired after 32 years 
with the company. 
He started in the 
law department, 
where he became 
secretary 1933. He 
was elected assist- 
ant secretary in 
1941, treasurer in 
1944, and vice- 
president and 





W. C. Keesey 


treasurer in 1949. 


Ohio National 
Alfred E. DuPlessis has been named 
assistant methods director and Jack A. 
Richey has joined the underwriting de- 
partment. Mr. DuPlessis has been with 
Guardian Life, Metropolitan Life, Mu- 
tual of New York, Provident L.&A., and 


most recently with Travelers as secre- 
tary of the methods and planning and 
data processing departments. Mr. Rich- 
ey was a senior underwriter with Union 
Central. 


Colonial Life 

George E. Audie has been named resi- 
dent superintendent of agencies at 
Hartford. In 1953 he joined Aetna Life’s 
Austin agency, Brooklyn. He was next 
with Mutual Benefit Life at New York 
and later unit supervisor and director 
of sales at the Geiger agency of New 
England Life, New York City. 


Mutual Of New York 


L. T. Noel, superintendent of agencies, 
has been made project coordinator of 
sales, a newly-created post. He has 
been with the company since 1923. 

James A. Shea, director of conserva- 
tion, has been made superintendent of 
agencies. 

Paul B. Wilson, director of agency ad- 
































Agents representing State Life are 
men of action who are building suc- 
cessful careers. If you're wanting to 
improve yourself, here’s an opportu- 
nity for a connection where you can 
make the most of your abilities be- 
cause the State Life combines in per- 
fect balance everything that it takes to 
develop both agents and agency man- 
agers ... high, liberal commissions 
with retirement features, bonuses for 
volume and persistency, thorough 
training courses, hospitalization and 
major medical benefits plus many 
other equally attractive features. Look 
forward to an exciting tomorrow by 
writing today for all the facts... no 
obligation. 


DIHL H. LUCUS 
Vice-President and Director of Agencies 
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ministration, becomes sales superinten- 
dent of agencies for sales department 
administration. He joined the company 
in 1921, and went to the home office in 
1937. 


Edward A. Voegeli, attorney, has been 
made assistant counsel. He will special- 
ize in claim administration. After two 
years with Royal Indemnity, he joined 
Mutual as a home office representative 
in the policy payment division in 1941. 


Paul Revere-Mass. Protective 


John H. Freese, 
southwestern su- 
perintendent of 
agencies, will be- 
come assistant 
vice-president in 
charge of the sales 
department’s man- 
agement manpow- 
er development 
Sept. 1. 

He has been 
with Penn Mutual 
in Minneapolis and 
was agency man- 
ager and superintendent of agencies 
for Mutual Service Life. 


New York Life 

Lee A. Buck, Detroit manager, has 
been made a superintendent of agen- 
cies, assigned to the home office. He has 
been assistant manager at Lansing, 
manager at Wheeling, W. Va. and Ak- 
ron. 

John Cimaglia has been appointed 
superintendent of training for Greater 
New York. He has been an assistant 
manager at New York and associate 
manager and manager at Plainfield, N.J. 

Both men are CLUs. 


Pilot Life 


In the combination division C. H. 
Friddle has been raised from adminis- 
trator to assistant secretary and Jack E. 
Byars from director of sales promotion 
to director of training. 

Edward F. Klemm has been appointed 
management assistant in the manage- 
ment division program. He had been di- 
vision manager for Prudential at Bir- 
mingham, Ala. 


American National 


Adolph M. Jockusch, assistant vice- 
president and secretary of ordinary 
agencies, has been appointed assistant 
vice-president and superintendent of 
ordinary agencies. Also promoted in the 
ordinary agency department are Tyson 
Payne from agency assistant to assis- 
tant superintendent, and Mrs. Beatrice 
Catoe from assistant secretary to secre- 
tary. 





John H. Freese 


Hartford Life 


E. C. Nordmark has been made ac- 
count executive in the group depart- 
ment. He has been administrator and 
consultant for the central New York 
building industry insurance funds and 
several other large trust funds. 


- Liberty National Life 

The following agents have been pro- 
moted to detached associate managers, 
assigned to the home office: J. A. Jor- 
dan of Gainesville, Fla.; W. E. Bum- 
gardner of Sarasota, Fla.; Alton Seem 
of Altlanta, and T. E. Roberts of Fitz- 
gerald, Ga. 


Mutual Benefit Life 


J. Eric Helsing has been made attor- 
ney. He has been with the Hackensack, 
N.J., law firm of Hein, Smith & Mooney. 


Intercoast Mutual 


Woodburn D. Galley has been pro- 
moted to supervisor of the individual 
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department. He joined the company in 
1958 as a group sales representative «at 
Sacramento and was appointed district 
group manager at San Diego the follow- 
ing year. 


Home Life Of N. Y. 


R. Miller Upton, president of Beloit 
College, has been elected to the board. 
He has been president of the American 
Finance Assn., Council of Protestant 
Colleges and Universities, and the Wis- 
consin Assn. of Presidents and Deans of 
Liberal Arts Colleges. 

He has taught economics and finance 
at Northwestern University and at 
Washington University in St. Louis, 
where he was made dean of the school 
of business and public administration in 
1951. 


John Hancock 


Mr. F. Lloyd Gilroy, manager, has 


been transferred to the fire and casual- 
ty division of the corporate secretary’s 
department. 
Jefferson Standard Life 
Dr. Norman J. Scheibling has been 


named assistant medical director. He © 


has completed two years as a captain 
in the air force. 


RESOLUTE CREDIT LIFE has 


named Jack O. Robinson vice-president. 
He has been with International Op- 
portunity Life of Denver and before 
that was president of Colorado Credit 
Life, Boulder. 


WESTERN TRAVELERS LIFE has 
named William Brieby chairman. Low- 
ell B. Martin moves up from executive 
vice-president to president; Charles H. 
Church, vice-president and _ general 
counsel, also becomes secretary, and 
George L. Davisson, chief underwriter, 
is appointed assistant secretary. 


INTER-STATE ASSURANCE of Des i 
Moines has appointed W. J. Holt as- © 
sistant to President Robert A. Brown. | 


He has been a division manager and 
has also had experience with John 
Hancock. 


HOME SECURITY LIFE of North 
Carolina has made Clifford C. Marshall 


director of group sales. He has been © 
group manager in Miami and Altanta 


for New York Life. 


GENERAL LIFE of Wisconsin has 
appointed Hugh Grogan vice-presi- 
dent. He has been general manager of 
Lifeco, subsidiary of General of Seat- 
tle. 


AMERICAN COMMUNITY MU- 
TUAL of Plymouth, Mich., has ap- 
pointed Joseph E. Maynard regional 
director of agencies. 


MINISTERS L.&C. UNION of Minne- | 
apolis has elected Rabbi Albert G. 


Minda a director. 





Perl Kessinger Heads 


Oregon Life Managers 

Life Managers Assn. of Oregon has 
elected Perl A Kessinger, John Han- 
cock, president. Also elected are M. 
Keith Fleming, Manhattan Life, vice 
president, and Nat Barocas, Prudential, 
secretary-treasurer. All are of Port- 
land. 


Canada Agents Name Two To Stat 
Life Underwriters Assn. of Canada 


has made two appointments to its 
staff—Thomas J. Campbell, who will 
serve as an adviser to local associa- 
tions, and Ronald H. Hibbert, who has 
been named to the new position of 
office manager. Mr. Campbell has 
been in the training department of 
Prudential of England. 
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LIFE INSURANCE EDITION 


Changes In The Field 


Prudential 

Hiram G. Hen- 
derson, manager of 
the New York City 
agency at 116 John 
Street, will retire 
Sept. 1. 

He became head 
of the new busi- 
ness department of 
Hart & Eubank, 
Aetna Life general 
agents at New 
York, in 1925, and 
two years later 
was made assistant 
to Gerald A. Eubank, manger of the 
life department of Johnson & Higgins, 
New York Cty, then a Prudential gen- 
eral agency. He was made assistant 
manager of his present agency in 1935, 
co-manager in 1948 and manager in 
1959. 

He was chairman of the board of the 
New York City Life Underwriters 
Assn. in 1957 and he served as a direc- 
tor of the New York City Life Manag- 
ers Assn. In 1960, his agency won a 
president’s citation, placing second 
among Prudential’s brokerage agencies. 

Roy W. Hudson has been made man- 
ager at Trenton, N. J. He joined the 
company at Philadelphia and was made 
assistant manager of the South Jersey 
agency in 1957. 


Berkshire Life 


Frederick B. 
Northrup Jr. has 
been appointed 
general agent in 
Syracuse. In 1941 
he was an exam- 
iner for the New 
York department. 
He joined Mutual 
Benefit in 1952. He 
is a life member of 
Million Dollar 
Round Table and 
a past president of 
Syracuse Life Un- 





Hiram G. Henderson 





F. B. Northrup Jr. 


Liberty National Life 


Made associate managers are F. M. 
Lybarger, Muscle Shoals, Ala., now as- 
sociate manager at Knoxville, Tenn.; R. 
J. Lanier, Albany, Ga., now associate 
manager there, and J. W. Singleton, 
Montgomery, Ala., now associate man- 
ager at Wetumpka, Ala. 


Mutual Of New York 


ba 





Stanley Klein, 
a member of the 
management 
training staff, has 
been made man- 
ager of a new 
agency in Bay 
Shore, N.Y. He 
joined the compa- 
ny in 1954 and was 


made assistant 
agency manager 
Stanley Klein in 1957. 


erwriters Assn. 


Connecticut General 

: John E. Vestal has been appointed as- 

sistant manager of the Cleveland bro- 

kerage agency. He has been a brokerage 

consultant and senior brokerage con- 
sultant. 

Michael S. Berman and Joseph D. 

Mullen have been made brokerage con- 


sultants at New York. Also named bro- 
kerage consultants were William H. 
Brady and Robert W. Rever at Balti- 
more, Curt Butterfield at the northwest 
Los Angeles agency and William E. 
Brooks and Dan C. Mathes Jr., both at 
Memphis. 


John Hancock 
John P. Courtney Jr. and Plumer B. 
Tonsmeire have been made general 
agents at a new agency in Mobile. 





Plumer B. Tonsmeire John P. Courtney Jr. 
John P. Courtney Jr. and Plumer B. 

Tonsmeire have been made general 

agents at a new agency in Mobile. 

Mr. Courtney will continue as a part- 
ner of Courtney-Pharr, general lines 
agency in Mobile. Mr. Tonsmeire has 
been an agent for Connecticut Mutual 
at Mobile. 

Lowell C. Camps has been appointed 
general agent at New York. He started 





William W. Saunders 


Lowell C. Camps 


with the Camps agency, New York 
City, becoming associate general agent 
in 1954. 

Heading a new agency at Santa Ana, 
Cal., is William W. Saunders. He has 
been with the company since 1955 and 
has qualified for the MDRT three con- 
secutive years. 


Pacific Mutual Life 


Laurence P. LeTourneau has been 
named supervisor at San Francisco. He 
will take particular responsibility for 
training and supervising new respre- 
sentatives. 

Donald R. Henkle has been appointed 
supervisor at San Jose, Cal. 


Bankers Life Of la. 


John E. Whitsell 
has been named 
agency manager at 
Omaha, Donald L. 
Arant assistant 
agency manager at 
Portland, Ore., and 
Richard K. Greer 
assistant agency 
manager at Hous- 
ton. 

Mr. Whitsell 
joined Bankers at 
Mason City, Ia., in 
1956. The follow- 
ing year he was named agency trainer 





John E. Whitsell 


in Mason City and in 1958 was promot- 
ed to agency supervisor there. He 
became agency manager at Mankato, 
Minn., in 1959. 

Mr. Arant joined the company in 
1959 at Bakersfield, Cal. He became a 
field supervisor later in the same year. 

Mr. Greer has been with company 
since 1957. He started at Columbus, O., 
was named agency trainer there in 
1959, and went the home office as a 
field supervisor in 1959. 

Two group representatives have been 
named: K. E. Fridrich, Des Moines, and 
William A. Burke, Indianapolis. 


ll 


Northwestern National 

Richard C. Spies has been selected to 
enter the firm’s management training 
program. Mr. Spies joined the company 
in 1956 and will work as a field super- 
visor under Viggo E. Jensen, superint- 
endent of the company’s central divi- 
sion at Chicago. 


Boston Mutual Life 


Walter E. Johnson has been appointed 
manager at Boston, where he had been 
training consultant and associate man- 
ager for Prudential. 


In Mortgage Insurance, too... 


‘Citr-laell-lamatets 
the Plus 


That Makes 
The 
Sale... 


Disability 
Protection! 


ays a face amount 

t least equal to the 

pmaining balance on 

| 6% mortgage in 
of death, 


age 35, annual 
emium for the 20 
r policy is only 


monthly income to 

the regular 
ortgage payments 
fter six months of 
tal disability. 





For complete information, call your Guardian Manager or write: 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Cumpany 


Established 1860 


Park Avenue South at 17th Street, New York 3, N. Y 


OVER $2 BILLION DOLLARS OF LIFE INSURANCE IN FORCE! 
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Republic National Life 
Auston Clay, who has been with 
the company since 1959 as a group rep- 
resentative at Dallas, has been appoint- 
ed regional group manager at Memphis. 


Continental Assurance 


Albert C. Fluke 
has been appoint- 
ed manager at 
Bethesda, Md. 
He has been assist- 
ant manager of the 
Nagle agency at 
Merrick, N.Y. 





Albert C. Fluke 


Hartford Life 


Thomas A. Miller has been named, 
manager at Dallas. He was an assistant 
branch manager for Continental Assur- 
ance. 


Georgia International 
James G. Vaughn Jr. and William M. 





HieNATIONAL UNDERWRITER 


Whealton have been appointed co-gen- 
eral agents at Spartanburg, S. C. Mr. 
Whealton was an agent for National 
Savings Life at Spartanburg. Mr. 
Vaughn was an agent for Southern Life 
there, and later regional manager of 
Guarantee Trust Life at Wasaington, 
D.C. 


Equitable Of lowa 





Theodore M. 
Smith has been 
appointed man- 
ager at Roanoke, 
Va. He has been 
with New York 
Life and most re- 
cently with Sher- 
andoah Life as azs- 
sistant manager at 
Roanoke. 

Theodore M. Smith 


All American L.&C. 


Thomas C. Howard has been appoint- 
ed general agent for western Pennsyl- 
vania. He has been in the disability di- 
vision of Continental Casualty. 
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SUN LIFE the opportunities they seek 


Like a powerful magnet, SUN LIFE’S home 
office cooperation and individualized service is 
continuing to draw ambitious life underwriters 


It will pay you to look into the numerous 
advantages of THE SUN LIFE PLAN FOR 


letterhead for a prompt reply. Your inquiry 


Just address it to Bertram A. Frank, C.L.U. 
Vice President and Director of General Agencies. 


allel 


INSURANCE COMPANY OF AMERICA 
105 E. Redwood St. @ Baltimore 2, Md. © Established 1890 





~~ MAGNET 


AND IT’S EASY for personal 
producing General Agents to find in 


for growth and success. 


into its large and growing family of 
successful General Agents. 


GENERAL AGENTS. 
te today or just pin this page to your 


held in confidence. 





State Mutual Life 


Irving H. Shaw 
has been named 
manager at Louis- 
ville. He _ started 
with the company 
in 1957 in Atlanta. 
Since 1959 he has 
been manager at 
Atlanta for Shen- 
andoah Life. 
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Irving H. Shaw 


Great-West Life 

Appointed supervisors are Bernard 
Friedman, Philadelphia; A. E. Nason, 
Spokane; G. B. Walters, Grand Rapids, 
and George Skilvas, Montreal. 

Mr. Friedman has been with Great- 
West since 1959. Mr. Walters joined the 
company also in 1959. Mr. Skilvas en- 
tered the life business in 1958 with 
Great-West at Montreal. 


Occidental Of California 

The company has established a gener- 
al agency at Freeport, Ill., and appoint- 
ed Jack W. Chapman general agent. An 
agent there the past nine years for 
Massachusetts Mutual, Mr. Chapman 
has won the National Quality Award 
the past seven years. 

Appointed brokerage managers are 
Daniel M. Maholm at Indianapolis and 
Cecil W. Hester at Altanta. Both have 
been agents, Mr. Maholm at Indianapo- 
lis with Indianapolis Life and Mr. Hes- 
ter at Atlanta, where he has with Na- 
tional Life of Vermont. 


New general agents of MIDLAND 
NATIONAL of Watertown, S. D., 
are Robert L. Wright at Portland, Ore., 
Richard A. Nelson at Columbus, Neb., 
William H. Stewart at Beatrice, Neb., 
Ronald Silverman at San Francisco and 
Lorin C. Saunders general agent at 
Boise, Ida. 


SOUTHERN STATES LIFE has pro- 
moted Elmo C. Black to general agent at 
Albuquerque. He has been with the 
company eight years as a district agent. 


Central Mich. Health 


Underwriters Elect 


Harvey T. Chadwell, Jackson, has 
been elected president of Central Mich- 
igan Assn. of Health Underwriters. 

Other new officers: Virgil Elliott, 
American Hospital-Medical Benefit, 
president-elect; Wayne Branch, Amer- 
ican Bankers Life, vice-president, and 
Francis Barnhart, New York Life, 
secretary-treasurer. 

The association, which now boasts 
the largest membership of any local 
health association in the state, heard 
a report on the national association’s 
meeting in New York. 








Southern Cal., Arizona 
Handbook Is Published 


A new Underwriters Handbook of 
Southern California and Arizona has 
just been published by the National 
Underwriter Co. It provides com- 
plete and up-to-date information 
on the agencies, companies, field 
men, general agents, groups and 
other organizations affiliated with 
insurance throughout these states. 
Copies of the new Southern Cali- 
fornia and Arizona handbook may 
be obtained from the National Un- 
derwriter Co. at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price $15 
each. 
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Conventions 


July 27-29, National Assn. of Life Companies, 
annual, Sheraton-Charles Hotel, New Orleans, 
July 30-Aug. 5, CLU institute, University of 

Wisconsin, Madison. 

Aug. 13-19, CLU institute, University of Colo- 
rado, Boulder. 

Aug. 21-23, International Federation of Com. 
mercial Travelers Insurance Orga tions 
annual, La Fonda Hotel, Santa Fe. 

Aug. 28-Sept. 1, National Insurance Assn, 
=. heraton-Park Hotel, Washington, 


Sept. 17-20, International Claim Assn., ann 
e Greenbrier, 
W. Va. 


Sept. 20-22, Life Insurance Advertisers Assn, © 


annual, Sheraton-Dallas Hotel, Dallas. 


Sept. 24-29, National Assn. of Life Under- i 


writers, annual, Denver Hilton Hotel, Den- 
ver. 


Sept. 25, Fraternal Actuarial Assn., annual, | 


Netherland Hilton Hotel, Cincinnati. 


Sept. 25-27, Life Office Management Assn, — 


annual, Shoreham Hotel, Washington, D. C, 


Sept. 25-27, National Fraternal Coney. annual 4 


Netherland Hilton Hotel, Cincinnati. 
Oct. 9-10, Conference of Actuarials In Public 
Practice, Sheraton-Blackstone Hotel, Chicago, 
Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 


Oct. 10, Insurance Economics Society, annual, 


Edgewater Beach Hotel, Chicago. 


Oct. 18-20, Institute of Home Office Under- ' 


writers, annual, Jung Hotel, New Orleans. 

Nov. 6-9, Life Insurance Agency Management 
Assn., annual, Edgewater Beach Hotel, Chi- 
cago. 

Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton Hotel, Philadel- 
phia. 

Nov. 13-15, Society of Actuaries, annual, The 
Greenbrier, White Sulphur Springs, W. Va. 
Dec. 4-8, National Assn. of Insurance Com- 
missioners, regular meeting, Baker & Adol- 

phus Hotels, Dallas. 

Dec. 11-12, Assn. of Life Insurance Counsel, 
annual, Waldorf Astoria, New York City. 
Dec. 13, Institute of Life Insurance, annual, 

Waldorf-Astoria Hotel, New York City. 

Dec. 13-15, Life Insurance Assn., annual, Wal- 
dorf-Astoria Hotel, New York City. 

Dec. 27-29, American Risk & Insurance Assn. 

annual, New York City. 


Six Presidents Attended 


Management Seminar 
American Management Assn.’s man- 


agement seminar for presidents at | 


Saranac Lake, N.Y., July 9-14 was 
attended by six chief executives of 
insurers. On the fire and casualty side 
they were John T. Gurash of Pacific 
Employers; William C. Harris of 
Phoenix of London group; and J. M. 
Sweitzer of Employers Mutuals of 
Wausau. The life presidents present 


were Henry R. Roberts of Connecticut | 


General Life, Calvin L. Pontius of Fi- 
delity Mutual Life, and Reginald L. 
Jensen of Ins. Co. of America, Salem, 
Ore. 


Pan-American Shows 


Sales Volume Increase 
Pan-American Life had a 25.6% 


gain in paid-for business for the first 


six months of 1961. Total insurance 
in force is. now $1,388,316,000, up more 
than 5%. Assets are $234,564,000. 


| Service Guide = 


ACS 


Actuarial Computing 
Service, Inc. 


“Specializing in Computer Applications 
for the Insurance Industry” 


1389 PEACHTREE ST., N.E. ATLANTA 9, GEORGIA 
TR. 5-6727 



























CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St. Chicago 2, Ill. 


Financial 6-9792 
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LIFE INSURANCE EDITION 


Goldberg Tells Endowment Use Of Insurance 


(CONTINUED FROM PAGE 9) 
tion that exists merely to accomplish 
an immediate purpose has little 
thought of the future and therefore 
does not require endowment. 

A first step, therefore, might be to 
compile a list of local or national or- 
ganizations headquartered in your 
community that appear to meet the 
criteria I have set out. Having made 
such a list—and I would not suggest 
more than a half dozen potential in- 
stitutions as a start—the next step is 
to analyze the top lay and professional 
personnel from the standpoint of de- 
termining who can be approached and 
what contacts can initially be brought 
to bear. Generally, if the process of se- 
lection and acquiring basic informa- 
tion has been handled with discern- 
ment, you will, through contacts 
known to you, be in the position of in- 
teresting a key professional in the or- 
ganization or a member of its board of 
directors. 


Might Distrust Motives 


Your first meeting with such a per- 
son should be so arranged that he is 
seeking out your advice, rather than 
your coming to him. There seems to 
be a general distrust of motives of life 
insurance salesmen, and it is therefore 
important that your prospect approach 
you on a consultation basis rather 
than your seeking him out to “sell in- 
surance.” 

At this personal meeting, it is your 
task to excite your prospect. You 
should have prepared in advance a 
brief statement, summarizing the ad- 
vantges of charitable endowment 
through life insurance: the psycho- 
logical appeal to the donor—he can 
build immortality on the installment 
plan; the leverage afforded by life in- 
surance—modest annual premiums 
fund a substantial death benefit; the 
assured gain to the institution as 
against the less secure results of be- 
quests or legacies in wills, or even the 
charitable trust, which can terminate 
at death long before the desired 
amount can be funded; the fact that a 
life insurance endowment is a way of 
attracting fresh resources for the in- 
stitution, yet without imposing new 
burdens on current contributors. 

You should be armed with a rate 
chart. No one resist the fact that for 
$30 or $40 or $50, tax deductible, an 
endowment of $1,000 to $2,000 can be 
created. Handled properly, your 
prospect will depart excited, desiring 
to bring you before his colleagues or 
his board for further discussion. 


Must Be Specific 


Before you accept an engagement to 
present your idea before a board, you 
must refine your thinking and be in 
the position of coming up with a speci- 
fic proposal. You will merely be spin- 
ning your wheels if you come to a 
board meeting perpared to discuss 
nothing more than the generalizations 
which you exchanged with your first 
visitor. This means that prior to a 
board meeting you should ascertain 
through the individual who met with 
you what are the long-range objec- 
tives of the organization; what is the 
level of giving of the board members; 
what financial responsibilities are the 
rank-and-file members asked to as- 
sume; what is the reserve picture of 
the institution. 

Your proposal should, when pre- 
Sented, be tailor-made for the organ- 
ization at hand, and should be geared 
to both substantial donors and rank- 


. and-file givers. 


You will have to come prepared to 
answer a host of questions—many of 
them from hostile sources. ... What 
are the tax implications, and how do 
we know that they will stand up? Do 
you have rulings? How do you get 
around the problem of high premiums 
at older ages, particularly where a 
substantial life insurance policy may 
be involved? How do you handle the 
problem of uninsurability? Why 
shouldn’t we use term insurance, in- 
stead of ordinary life? Isn’t this pro- 
gram going to interfere with our 
efforts to raise current operational 
funds? Each of these questions—and 
more—will be asked of you, and you 
must be prepared to parry and thrust. 
Your audience will include successful 
businessmen, attorneys, accountants 
and perhaps even other insurance peo- 
ple. Despite your entree, your struggle 
will be an uphill one. 


Will Serve On Subcommittee 


If you make any impression at all, it 
will generally be in terms of the set- 
ting up of a subcommittee to consider 
the precise character of the endow- 
ment program. If you have successful- 
ly qualified yourself, you will be asked 
to participate—as a layman—on this 
committee. In some instances, if the 
impression you have made is suffi- 
ciently favorable, you will be asked to 
chair the committee. This is a crucial 
development from the psychological 
standpoint—because lay status puts 
you inside the organization, whereas, 
up to that point, you have been an 
outsider. 

There then begins a long period of 
interpretation—and this is where pub- 
lic relations comes to the fore. Not 
only must you bring the committee to 
the realization of the importance of 
this program, but you must begin, 
through the house organ, through in- 
formational mailings and through lec- 
tures before various branch meetings, 
to build a consciousness of life insur- 
ance endowments. The end-line of this 
approach will usually be agreement on 
a “pilot program,” a highly desirable 
avenue of approach, because it will 
generally enable you to move forward 
with key board members on an indi- 
vidualized basis. Once you reach this 
point, your art as an insurance sales- 
man can finally come to the fore. 

In the course of developing a chari- 
table endowment program, you will 
find that you are constantly adapt- 
ing ideas from the business world and 
from business insurance concepts. An 
approach that I have found very 
helpful, for example, is to emphasize 
that a charity, no less than a business, 
must protect itself against the loss, 
through death, of “key men”—those 
whose gifts of money and time are ir- 
replaceable. 


Uses Split-Dollars Plan 

Perhaps more important from an 
implementation point of view is the 
adaptation of split-dollar and similar- 
ly conceived techniques to life insur- 
ance endowment. The charity with a 
reserve, for example, is in a position 
to split-dollar a policy with a donor. 

The charity advances the cash value 
each year, representing nothing more 
than the transfer of an asset to the in- 
surance company. The donor pays the 
pure cost of insurance less so much of 
the dividend as is not used to keep the 
policy level. He may even pay an in- 
terest figure to the charity to compen- 
sate it for the loss of earning power of 
the money that is advanced as cash 
value. You can see how, for older sub- 
stantial donors, this technique cuts the 


premium outlay to a minimum. 

To make your case, you have to be 
prepared with illustratons in all these 
areas, so that you are in a position to 
destroy the stereotype that premium 
outlay will be substantial and, there- 
fore, a threat to ongoing fund-raising. 

Finally, you must be prepared to in- 
tegrate the endowment program with 
current fund-raising. The profession- 
als, in particular, will kill your pro- 
gram from the start if they believe it 
constitutes a threat to the continued 
production of operational income. 

In my efforts in connection with 
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Bequests for Israeli Scientific, Educa- 
tional and Cultural Institutions, a non- 
profit corporation formed to obtain 
charitable life insurance policies for 
Israeli institutions, I have had to fur- 
nish constant reassurances on this 
score and I must make it clear at all 
times that what we are looking for is 
something in addition to the current 
giving, not something in lieu of cur-- 
rent giving. 

The area of charitable endowment 
through life insurance represents a 
virtually untapped source of philan- 
thropic support. 





top income groups. 





GENERAL AGENTS WANTED... 
INCREASED INCOME 


IMMEDIATE VESTED RENEWALS 


The American Bankers has always endeavored 
to set the pace—not merely keep up with it. 


IN NINE YEARS OF ACTIVE OPERATIONS 


1960............$415,964,468 
1956... cc cc cccee 
hy eee 


127,927,609 
4,408,032 


We are continuing to develop a quality Ordinary 
agency force in depth, producing the highest type of 
business at a reasonable cost. Our key representatives 
must be financially solid, reasonably trained, with a 
responsible standing in the community in which they 
reside, and have the ability to select and direct men. 


“Thuce Y, a | for Our P. rogress 


COMPLETE LINE OF 
VERY COMPETITIVE POLICIES 
INCLUDING 


WIFE 20 YEAR TERM RIDER—issued up to $250,000— 
50% of husband’s insurance. If husband dies or is dis- 
abled wife’s premium is waived. All these benefits, 
wife age 30—-$7.00 per $1,000 annually. 


INCREASING PROTECTION PLAN—Terrific package for 


PLUS 


STOCK OPTION PLAN—Liberai Option Agreements for 
both recruiting and personal production. 


COMPLETE TRAINING AND AGENCY 
BUILDING “KNOW-HOW” PROGRAM 
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AMERICAN BANKERS LIFE 


ASSURANCE COMPANY of FLORIDA 
Miami 32, Florida 


WRITE OR WIRE CONCERNING YOUR OPPORTUNITY 
IN THIS DYNAMIC COMPANY 


JAMES G. RANNI JAMES B. SISKE R. KIRK LANDON 
Chairman of the Board Vice Pres. and Director of President 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Views Conflict On Conn. General Case 


The recent New York court of ap- 
peals decision permitting non-New 
York life companies to buy fire-cas- 
ualty insurers without losing their 
New York licenses is far more im- 
portant than the insurance press has 
given it credit for being, and in fact 
is comparable to the Southeastern 
Underwriters Assn. decision holding 
insurance to be commerce and to the 
Armstrong investigation of life insur- 
ance of over half a century ago, ac- 
cording to Shelby Davis, New York 
City insurance stock specialist. 

“Milestones are seldom recognized, 
and so it has been with the recent 
cecision,” Mr. Davis states in his cur- 
rent insurance letter for fiduciaries. 
“The insurance press has_ already 
carried stories to the effect that the 
decision will not interest many com- 
panies, that few are prepared to move. 
But is it not ever thus? We recall 
that in our student days we were liv- 
ing in Geneva, Switzerland, in Janu- 
ary, 1933, when Hitler became chan- 
cellor of the Reich. Someone several 
days later remarked that everything 
seemed the same as before and ‘What’s 
ali the shooting about?’ We predict 
something of the same for insurance 
in America following the historic de- 
cision of the court of appeals.” 

In what he says about the insur- 
ance press’s comments, Mr. Davis is 
pointing the finger right at us, for we 
carried a news article and an editorial 
indicating plainly that the evidence 
was against any great surge of life 
companies seeking to buy or form fire- 
casualty insurers. But much as we ad- 
mire Mr. Davis’ acumen in connec- 
tion with insurance stocks, we cannot 
follow the reasoning by which he at- 
taches such great importance to the 
Connecticut General decision. 

For example, he says it seems likely 
that because the present situation dis- 
criminates against companies domi- 
ciled in New York—as it certainly 
does—legislation will be enacted at 
the 1962 session of the New York leg- 
islature enabling domestic life com- 
panies to buy or form fire-casualty af- 
filiates. This seems like a reasonable 
surmise, but then Mr. Davis goes on to 


say: “There are in New York state 
many giant life insurance companies 
ranging from Metropolitan Life, with 
assets of $17.9 billion . .. The heads 
of these companies are no doubt now 
wondering how they might best pro- 
tect themselves competitively, and are 
surveying the likely fire and casualty 
affiliates which might be available in 
New York State.” 

“Protect themselves competitively 
from what?” is the obvious question. 
Except for a life company getting a 
very high percentage of its business 
from general insurance men, it is dif- 
ficult to see how the competitive sit- 
uation would ge greatly altered even 
if domestic life companies were given 
the same right to own fire-casualty 
insurers that out-of state companies 
were given by the Connecticut Gener- 
al decision. 

A life company doing a big broker- 
age business, as Connecticut General 
does, is competitively vulnerable when 
more and more fire-casualty compa- 
nies acquire life company affiliates. 
Life business is basically desirable 
business, but certain casualty lines, 
like automobile liability, are taken 
somewhat as an accommodation to a 
broker or a big client. With a life af- 
filiate, a fire-casualty insurer is able 
to say to a broker or local agent, “If 
you want us to keep on taking those 
smelly casualty risks you’ve been giv- 
ing us, how about sweetening the pot 
with some of that life business you’re 
passing out to Ajax Life?” Quite a lot 
of this has been going on, and unless 
Ajax Life has a fire-casualty affiliate 
its competitive spot is not a happy one. 

If Ajax Life has a large enough 
stake in life business from general in- 
surance men, it may feel that the 
trouble and expense of setting up or 
buying a fire-casualty insurer and the 
risk of getting socked with a costly and 
prolonged series of losses are a lesser 
evil than seeing desirable life business 
be lured away to life insurance af- 
filiates of fire-casualty companies. But 
for most life companies it seems more 
likely that the cost and risk of going 
into a strange line of business would 
loom so large in contrast to any pos- 


sible gain to be achieved that spend- 
ing the time, money and effort on do- 
ing more intensively what they are 
doing now would make a lot more 
sense. 

We believe that the attitude of most 
life companies without fire-casualty 
affiliations is probably along the lines 
of what Raymond C. Johnson, New 
York Life’s vice-president in charge 
of marketing, was quotel as saying in 
the June 10 issue of THE NATIONAL 
UNDERWRITER: “We have not seen any 
demand from the public for one-stop 
insurance. We believe one-stop insur- 
ance could have positive disadvantages 
for our agents. They could be tempted 
to scatter their energies among so 
many different lines that they would 
become jacks of all trades and masters 
of none.” 

While New York Life was one of 
several prominent domestic life com- 
panies that favored legislation per- 
mitting life companies to own fire- 
casualty insurers when they were 
asked for their views at a legislative 
hearing, none of them indicated any 
interest in going ahead with such a 
project, their positions being appar- 
ently more the result of a wish to see 
an end to the obviously unfair situa- 
tion of fire-casualty companies being 
permitted to own life insurers while 
life companies were barred from own- 
ing fire-casualty insurers.—R.B.M. 





Personals 


Louis R. Menagh, president of Pru- 
dential, has been awarded an honorary 
doctor of laws degree by Bryant Col- 
lege, Providence, R. I. 


Jerry J. Joswick, district representa- 
tive for Massachusetts Mutual Life at 
Barrington, Ill., the most decorated 
combat cameraman during World War 
II, is co-author of a newly published 
book, “Combat Cameraman.” Mr. Jos- 
wick flew on many of the early B-24 
flights and was the only cameraman to 
survive the famed B-24 “death ride” to 
bomb the Ploesti oil refineries in Ro- 
mania. He later made combat films of 
infantry, tank, artillery and other op- 
erations in Europe and Africa. He re- 
ceived the Distinguished Flying Cross 
twice, the Air Medal with clusters, the 
Bronze Star and the Distinguished Unit 


Citation with clusters. 
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J. Fred Lawton, agent of Connecticut 
Mutual Life at Detroit, has been 
awarded the offi- 
cial title of “Mr. 
Michigan” by the 
board of regents of 
University of 
Michigan. A cita- 
tion presented by 
the board cited Mr. 
Lawton for his 
“undying spirit as 
a faithful alumnus 
of the university 
and a symbol of all 
it stands for.” 





J. Fred Lawton 


Samuel B. Moody, an agent at Al- 


bany for Mutual of New York, has 


written a book on his experiences as a 
prisoner of the Japanese in World War 
II. The book, “Reprieve From Hell,” 
tells of the Bataan death march and the 
war crimes trials. 





Deaths 


LAURENCE F. LEE, 73, chairman of 
both Peninsular Life and British Amer- 
ican Life, and : 
chairman emeritus 
of Occidental Life 
of North Carolina, 
died in his sleep at 
his summer home 
in Canada. 

Mr. Lee entered 
the business in 
1907 as a solicitor 
for Pacific Mutual 
Life. In 1912 he 
went with Occi- 
dental Life in New 





Laurence F. Lee 
Mexico as general counsel. The com- 


pany moved to Raleigh, N. C., in 1926 
where he served as its president from 
that date until 1956. He also served as 
president of the U. S. Chamber of Com- 
merce. 

Active in ALC, Mr. Lee served as 
state vice-president for North Carolina 
from 1930 to 1939 and from 1942 to 1947 
was on the executive committee. He 
was also active in Life Insurance Coun- 
sel, and Lawyer’s Club of New York 
and was a director of Institute of Life 
Insurance and American Service Bu- 
reau. 


LEE T. WYNDHAM, president of In- 
vestors National Life of Columbia, S.C., 


died at Columbia Hospital. He was one | 


of the founders of the company. 


PAUL H. RUSSOM, 55, superintend- 
ent of agencies of Gulf States Life, died 
in a Birmingham, Ala., hospital. He was 
a past president of Chattanooga Life 
Underwriters Assn. 


JAMES E. DUNNE, 69, owner of the 
Dunne Press and Dunne’s Reports and 
publisher of the Insurance Index, 
died at Methodist Evangelical Hos- 
pital, Louisville. Mr. Dunne’s career in 
the insurance publishing business be- 
gan in 1911 when he joined the Insur- 
ance Field as secretary to the presi- 
dent, Champion Hitchcock. In 1920 he 
was with the National Underwriter Co. 
briefly in the east, and then moved to 
Chicago to establish the American 
Insurance Digest in partnership with 
George Wadsworth, who had been 
with the Insurance Field. Subsequently 
he sold his interest in that publica- 
tion and returned to Louisville to pur- 
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chase ihe Insurance Index of London’ rating organization. This was the proj- 
and New York. The following year, ect that gained him the most atten- 
1931, he started Dunne’s Reports, a tion in the insurance business . 





Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Cross currents developed in the insurance stock list last week. Several lead- 
ing issues tumbled after recent straight-line spurting. For example Franklin 
Life was off 13 points on the week. Lincoln National was down 12, Conn. Gen- 
eral 8, Continental Assurance 15. This was attributable to profit taking and to 
a cessation of institutional demand. However other issues that are still selling 
at lower earnings multiples continued to be in demand and were firm to strong- 
er. Kansas City Life added another 50 points and went out Friday at 2,125 bid. 
Travelers was up 142 but Aetna Life was down 4. The loss in the latter may 
be due to the expectation that, in view of the Connecticut General decision, it 
may seek to acquire other companies, especially the minority stock of Aetna 
Casualty. Such a program usually weakens, during the process, the market in 
the company that is doing the buying. Insurance Company of North America 
was a very strong spot and sold Friday on the American Stock Exchange at 
100, up some 7 points, General Reinsurance added 6. Phoenix and Aetna In- 
surance each lost 4 points of their recent steep advance. Employers Group 
faded by 2% points. Mass. Protective was 4 lower. Continental Casualty was 
minus 5%. St. Paul was plus one and Fireman’s Fund minus one. Hurricane 
Anna—No. 1 of the season—was reported and this caused mild jitters. The big 
question now is whether we can get by with a moderate sume of hurricane 
losses this season. 

North American Life of Chicago continued to be a favorite and got into the 
25 range, for a gain of about 3 for the week. Old Republic Life of Chicago was 
up 2 for the week and United Insurance of the same ctiy which had been a 
trifle soft, was wanted again and got beyond 58. Northwestern National Life 
was being sought and Friday was 115 bid, up 3. Wisconsin National at 42 was 
2 higher and Standard Life of Indiana at 62 was up 3. Great Southern Life 
was better at 96 bid. Life & Casualty was in demand and got up to 25% bid, 
a gain of about 2. Except for profit-taking in the leaders activity dwindled 
and the professionals ducked. 

-—lli=— 

In numerous fire-casualty companies today the investment department wears 
a halo while the underwriting department sits in ashes. Directors are com- 
mencing to lose patience with continued drains on earnings and surplus ‘from 
insurance operations. They wonder whether, as they say of Brazil, that it has 
a great future and will always have a great future, the day of underwriting 
gain will always be just around the corner. The mood varies from company to 
company. In some it is dark enough to cause speculation as to the advisability 
and feasibility of converting the institution into strictly an investment com- 
pany. In others directors are questioning insurance canons and conventions. 
Investment officers are becoming more influential in over-all policies. Some 
of these are aggressively-inclined and fret about the limitation on their sphere 
of judgment and action that is imposed by sorry underwriting results. They 
are under pressure to increase investment income and this at the expene of 
pursuing appreciation possibilities. 

The June 30 report of Century Shares Trust discloses that they have in- 
vested in four new situations—American National Insurance 65,000 shares, In- 
terstate Life & Accident 30,000, Manhattan Life 175, and Protective Life 7,50d. 

Mass. Investors Trust Fund bought 108,000 shares of Hartford Fire and 80,- 


000 shares of Travelers. Thee came from the Aetna Life portfolio. Institutional 


Shares Ltd., as a new investment, acquired 5,750 shares of Travelers. 

The bid price on United Benefit Life of Omaha, which is largely owned by 
Mutual Benefit H.&A., has been moving up sharply to 975. It is understood Mu- 
tual Benefit has been adding to its holdings. Until just recently the bid price 
had been about 50. United Benefit has only 100,000 $10 par value shares out- 
standing and at Dec. 31 had net susplus of nearly $42 million and security 
valuation reserve mearly $9 million. Insurance in force was $2 billion 160 mil- 
lion. 

An offering of 150,500 new shares of Hanover Insurance at $44 was oversub- 
scribed and the stock traded thereafter at 44-4434. The net proceeds to Han- 
over amounting to $6,298,425 serve to enhance its capital funds which were 
depleted by the acquisition and subsequent cancellation of 150,500 shares of 
Mass. Bonding stock. Adjusted for the merger and the issuance of the new 
shares the capital now consists of 1,003,660 shares of $10 par value and the net 
surplus is $37,503,624. 

Submitted to stockholders of American States Insurance is a proposal for 
the Gallahue brothers to give up their voting control stock. They would get 
instead 5 shares of a new, one-class common. This, according to the notice, 
wuld diminish the liquidating value of the present non-voting stock on March 
“ py $5.52 or 17.63%, or from $31.30 to $25.78. The bid price for the stock 
lately has been 23. 

There are 33,333.3 shares of Gallahue stock which is designated as class B 
and 590,379.6 shares of class A. 

The plan, according to the notice to stockholders, would facilitate the acquisi- 
tion of other regional insurance companies on an exchange-of stock basis. It 
would also enable Am. States to attract new investment capital and would 
make the shares more attractive to the public. The value of obtaining full voting 
Control by the present class A stockholders is substantial, according to the 
notice. The 167,500 shares of preferred stock would not be affected. 

A. C. Allyn & Co., Chicago, is the underwriter on a proposed stock offering 
~ Missouri Fidelity Life of St. Louis. An SEC registration statement has been 

ed. 


; Value Line Investment Survey helped to topple the leaders, especially Frank- 
lin Life, Continental Assurance, Republic National and Aetna Life. In their 
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July 24 survey, Value Line says: “This runaway boom breaks with historical 
norms for valuing life tock, which are now selling at unheard-of multiples of 
current earnings.” Value Line goes on to predict that the continuing trend to 
low cost term insurance will inhibit progress. Value Line ventured a market 
projection for the stocks mentioned above well below their current levels. 
Transamerica on the other hand was rated well on market prospects. In the 
same issue Value Line is friendly to the fire-casualty issue, and favors Mary- 


land Casualty and National Fire on long-term market prospects. 





Huston Joins Washington 
Department As Actuary 


F. E. Huston has been appointed ac- 
tuary of the Washington department 
and actuary of the 
stateemployes’ 
retirement system 
and of the teach- 
ers’ retirement 
system. 

Mr. Huston, an 
associate of Soci- 
ety of Actuaries 
and former assist- 
ant instructor in 
mathematics at the 
University of 
Washington, has 
been vice-presi- 
dent and actuary of Guarantee Mutual 
Life of Omaha since 1945. From 1938 
to 1945 he was secretary and actuary of 
American Life Convention. Earlier he 
was with Northern Life of Seattle, 
and before going with ALC was act- 
uary and chief deputy of the Washing- 
ton department. 





F. E. Huston 


Lincoln Income-Capitol 
Life Merger Offer Opposed 


A director of Capitol Life of Nash- 
ville has written a letter to stockhold- 
ers urging that the proposed merger 
with Lincoln Income Life of Louis- 
ville be voted down. Albert L. Walker, 
Smithville, Tenn., funeral director and 
one of the original stockholders of 
Capitol, said that the effect of the 
merger would be to dissolve Capitol as 
a corporate entity and move its as- 
sets to Kentucky. 

Under the merger offer, nine shares 
of Capitol would be exchanged for 
each share of Lincoln. 


Good Half For A.A.L. 

Aid Association for Lutherans’ new 
business placed during the first six 
months was nearly 18% ahead of the 
similar period last year. New business 
during this period reached an all-time 
high of $135,665,998, excluding annu- 
ities. This represents a gain of more 
than $20 million over the same period 
in 1960 which totaled $115,057,749. 





No. America Has Plan to Add Agency Men 


(CONTINUED FROM PAGE 1) 

ton Jr., marketing secretary explained. 
The company will also make recom- 
mendations as to final selection of the 
recruit. But the decision to hire will 
be entirely in the local agent’s hands. 
The new salesmen are the employes 
of the agent and not of North America. 
Offers Correspondence Course 

After selection, the company will 
assist in training the new salesman for 
state license examinations. It will pro- 
vide and administer a personal lines 
correspondence course supervised by 
company representatives. Company 
personnel will assist in sales training. 
However, supervision and direction 
are the responsibility of the local agent. 

The company will reimburse each 
agency entering into an agency builder 
agreement for a significant portion of 
the new salesman’s salary and car al- 
lowance for a maximum period of five 
years, until such operating costs have 
been repaid to North America from 
commissions credited. Then the agree- 
ment terminates and the salesman is 
on a straight commission basis. Money 
advanced by the company will be a 
reimbursement to the agency and not 
to the new employe. 

Continuation of the plan requires 
that the salesman produce a minimum 
amount of commission each month for 
four years. Failure results in automatic 
termination unless the plan is specifi- 
cally extended by mutual agreement. 
The program specifically provides that 
all new business produced under the 
agreement belongs exclusively to the 
agency and is 100% under its direc- 
tion. The plan is a cooperative effort 
to reaffirm the company’s belief in the 
future of the agency system. 


Has Been Under Test 

The program has been under test 
in cooperation with a number of 
agencies. Earl Pardue of Burlington, 
N. C., was at the press luncheon to 
explain how successfully the program 
is functioning in his agency. He has 
had a young man in training for eight 
months and he is well ahead of his 


production quota schedule. The pro- 
gram, said Mr. Pardue, helps eliminate 
the three problems that have pre- 
vented or slowed down the addition of 
sales personnel in the independent 
agency in the past—cost, training and 
the high number of failures. The plan 
increases the chances of success by 
helping select the person to be em- 
ployed. 

Mr. Smith commented that in one 
case the company interviewed 150 
persons before finding one whom ap- 
titude and other tests showed to be 
qualified for success in insurance sales 
work. 

The plan was developed by the 
company’s business development de- 
partment in cooperation with its newly 
created agency affairs unit. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 So. LaSalle St., Chicago. July 25, 1961 



























Bid Asked 

$ $ 
Aetna Life 120 123 
Ameican General 2.0... 63 65 
Beneficial Standard  .........csc00 32 33 
Business Men’s Assurance ......... 78 81 
Cal-Western States 2.0.0.0... 86 90 
Commonwealth Life ...... 4012 42 
Connecticut General ...... 269 274 
Continental Assurance . 176 183 
Franklin Life ................. 113 116 
Great Southern Life ..................... 96 100 
Gulf Life 314% 32% 
Jefferson Standard 2.00... 64 66 
Liberty National Life . 77 79 
Life & Casualty .............. 25 2642 
Life of Virginia .............. 90 95 
Lincoln National Life . 134 137 
National L. & A. ......... 183 187 
North American, Ill... 244% 25% 
Ohio State Life 2.0... ceeseeceee 49 52 
CHEE Ra Fae Siaeriesicinesscicassnsescverses 70 Bid 
Old Republic Life 0... 23% 24% 
Republic National Life ................ 66 70 
Southland Life 0... 139 144 
Southwestern Life 0.0.0... 95 100 
Travelers 140% 143 
United, Il. 5742 «62 
U. S. Life 76 78 
Washington National .... 0.0.0.0... 78 82 
Wisconsin National Life ............ 42 45 
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Commission Report Dissected By O‘Leary 


(CONTINUED FROM PAGE 2) 
footnotes have been presented by Stan- 
ley H. Ruttenberg, research director of 
AFL-CIO, Robert R. Nathan, Washing- 
ton economic consultant, and Isador Lu- 
bin, commissioner of labor in New York 
State when he was appointed to the 
commission and now professor of public 
affairs at Rutgers University, with their 
dissents usually involving issues in 
which they are urging more direct fed- 
eral intervention in the economy than 
the majority of the commission thinks to 
be desirable. 

“Not only does the report show signs 
of conflict in the dissenting footnotes. 
In many places it is clear that the re- 
commendations are the results of com- 
promise of extreme viewpoints. In some 
instances the compromise language is 
rather toriured and in others the report 
openly indicates that the commission 
has been unable to reach any agreement 
on a particular issue.” 


Three Economic Objectives 


It is significant, Mr. O’Leary feels, 
that the commission has recognized the 
three economic objectives of low unem- 
ployment levels, adequate rate of eco- 
nomic growth and reasonable price sta- 
bility as being mutually independent, 
fully compatible and of equal impor- 
tance, for too often stability of the gen- 
eral price level is relegated to a subsid- 
iary position, with overriding emphasis 
being placed upon full employment and 
accelerated economic growth. 

“The commission did not fall into this 
error,”’ Mr. O’Leary commented. “It rec- 
ognizes the equal importance of direct- 
ing government policies (monetary, fis- 
cal, debt management and others) to- 
ward ‘the avoidance of sustained mod- 


erate increases in the general price level 
and of rapid increases even of limited 
duration.’ At the same time, however, 
however, there is more tolerance about 
moderate price increases in this report 
than most life insurance executives will 
like. For example, it is stated that ‘if one 
objective such as price stability were 
sought with utmost rigor, the sacrifice 
of other objectives such as low unem- 
ployment and growth might be so great 
that there would be general agreement 
that it had been pushed too far.’ 

“Moreover, although the report dis- 
cusses ‘cost-push’ inflation, it does not 
offer any significant recommendation 
with regard to the power of organized 
labor to force up wages faster than the 
increase in labor productivity. This is 
one of the glaring shortcomings of the 
report.” 

Mr. O’Leary feels that one field of 
discussion in the report that was disap- 
pointing is the portion dealing with pri- 
vate saving and investment spending. 

“The report correctly identifies the 
importance of private real capital for- 
mation as a source of economic growth, 
and it lends it support to various meas- 
ures to encourage a higher rate of pri- 
vate capital formation,” said Mr. O’Lea- 
ry. “At the same time, however, there is 
little in the report about public policy 
measures needed to encourage a higher 
rate of personal saving to provide the 
financing for a higher rate of capital 
formation. There is nothing in the re- 
port, for example, about how heavily 
our progressive personal income tax 
weighs on personal saving, or how much 
of a deterrent heavy corporate taxation 
is to corporate saving. Furthermore, lit- 
tle stress is placed on the need to reduce 
federal spending in order to permit 
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On May 3i1st,, the New York Court of Appeals reached an epoch-making decision 
granting out-of-state insurers the right to acquire controlling interest in fire and 
casualty companies. Understandably, progressive life companies will be seeking to 
diversify their operations to include fire and casualty lines. 


Frank Lang & Associates, Inc. is a national consulting firm devoting its services 
solely to the insurance business, with clients in both the life, fire and casualty 
branches. We have had considerable experience in locating companies ideally suited 
to another company’s structure and method of operation, and in initiating and con- 


summating affiliations and mergers. 


By acting as an impartial intermediary, the firm is able to objectively evaluate 
not only the financial structure of companies under consideration, but also the capa- 
bilities of their staff, market potentials, operating practices, etc. Once a merger is 
effected, we further assist our clients to assure a smooth transition to integrated 
operations. Informal meetings can be arranged without obligation. 
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greater incentives for private saving 
and investment spending.” 

Mr. O’Leary noted that the commis- 
sion had recognized that the cash values 
of life insurance are not close substi- 
tutes for money and specifically recom- 
mends against any direct controls over 
the investments of life companies—for 
example, that life companies be re- 
quired to hold a reserve in U.S. gov- 
ernment securities. Moreover, the com- 
mission examined whether selective 
credit controls (such as over consumer 
credit, residential mortgage credit, in- 
ventories and capital spending) are 
needed to supplement the Federal Re- 
serve System’s general credit control 
powers. In general, selective controls 
are regarded as unnecessary, and con- 
siderable doubt is expressed as to their 
practicability. No recommendations 
were made with respect to selective 
credit controls. 

“It is perhaps significant that there is 
no comment in the report on the federal 
income tax levied on life companies,” 
Mr. O’Leary observed. “There are, how- 
ever, some general observations in other 
parts of the report about the need for 
equitable tax treatment as between the 
various financial institutions. There is 
no discussion of the wisdom or lack 
of wisdom in taxing savings institutions 
when a prime objective is to achieve 
faster economic growth.” 


Discusses Specific Recommendations 


Mr. O’Leary found the commission’s 
report so studded with recommenda- 
tions that it was not feasible to consider 
all of them in his review. However, he 
picked the following as being of “con- 
siderable importance”: 

1. The commission recommended the 
continued use of open market operations 
as the “normal or usual” instrument of 
general monetary policy. It held that in- 
stead of relying on a “bills-only” policy, 
the Federal Reserve should be willing, 
when domestic or international condi- 
tions warrant, to influence directly the 
structure as well as the level of interest 
rates in pursuit of countercyclical mon- 
etary policies and should deal in securi- 
ties of varied maturities. It further 
stated that this recommendation does 
not mean a return to a pegged structure 
of prices and yields for government se- 
curities, and the normal use of open 
market operations in bills to carry out 
technical and seasonal changes is ap- 
propriate. 

“The commission recommendation 
seems to be in line with the type of 
open market operation which the Fed- 
eral Reserve has been pursuing since 
last February,” Mr. O’Leary comment- 
ed. “It is perhaps significant that 
Messrs. Ruttenberg and Nathan indi- 
cated in a footnote that they would 
have preferred the recommendation to 
have said that the Federal Reserve 
should have abandoned its ‘bills only’ 
policy and in its open market operations 
deal in securities of varying maturities. 


Political Pressures A Hazard 


“This recommendation is one that will 
cause concern to those who attach great 
importance to the preservation of mar- 
ket forces in the determination of inter- 
est rates. Departure from ‘bills prefera- 
bly’ has the great danger of exposing 
the Federal Reserve authorities to un- 
due political pressures to resume peg- 
ging of interest rates.” 

2. The commission made several rec- 
ommendations with regard to the organ- 
ization of the Federal Reserve Board. 
The most important of these, Mr. O’- 
Leary feels, is the one that would make 
the term of the chairman and vice- 
chairman coterminous with that of 
the President of the United States. At 
present, the chairman and vice-chair- 
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man are designated by the President 
for four-year renewable terms, but the 
term does not coincide with the Presi- 
dent’s except by happenstance. 

“The recommendation is obviously a 
compromise, as stated in the report, 
which strikes a balance between tenure 
at the President’s pleasure, which some 
of the commissions members would 
prefer, and no change, which other 
members advocate,” Mr. O’Leary said, 
“The report indicates recognition of the 
need for maintaining independent judg- 
ment on the part of the Federal Reserve 
Board. Indeed, other recommendations, 
including one for increasing the salaries 
of board members to encourage men of 
the highest competence, would seem to 
strengthen the board. At the same time, 
one cannot help but be apprehensive 
that making the term of office of the 
chairman and vice-chairman of the 
board coterminous with that of the 
President would do serious injury to 
the ability of the board to exercise in- 
dependent judgment, free of political 
pressures, in controlling the money sup- 
ply.” 

3. Along with the foregoing recom- 
mendations, the commission also rec- 
ommended that the determination of 
open market policies be vested in the 
board itself instead of, as at present, in 
the open market committee, which con- 


sists of the board plus five of the 12 _ 


Federal Reserve Bank presidents. 
“Here again, this recommendation 
would eliminate some of the decentral- 
ization of authority in the Federal Re- 
serve System’s control of credit which 


ACTUARIES . 


Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 























BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 


MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








E. P. HIGGINS & COMPANY 
Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building 








W. MURDOCH STEWART, F.S.A. 
CONSULTING ACTUARY 
INSURANCE - PENSIONS 

201 North Wells Street 
Chicago 6, Illinois 
Telephone: CEntral 6-4558 








HARRY S. TRESSEL & ASSOCIATES 
Consuking Actuaries 
Insurance—Pensions 

10 South La Salle Street 











Philadelphia 6, Pa. | | 








Presid 
make | 
ments 
sonal ; 
ificati 
ers sh 
when 

ment 

condit: 
counte 
emplo: 
later i 
permis 
ited to 
downy 
presen 
adjust) 
month: 
proces: 
law to 
the exe 
the Pre 
islative 
of botk 
tax ad 


Insura: 


6. In 
grams, 
recomn 
sis on 
than p: 
sponso} 
mendex 
insuran 
untary 
It also 1 
terest r 
guaran‘ 
Moreov 
Federal 
seconda 
buy anc 
and sho 
prices. 
O'Leary 
area w 
proval, 
tion in 
be req 
governr 
the Vets 
Progran 
People v 





9, 196] 


resident 
but the 
2 Presi- 


iously a 

report, 
1 tenure 
ch some 

would 
h other 
ry said. 
n of the 
nt judg- 
Reserve 
dations, 
salaries 
-men of 
seem to 
ne time, 
‘hensive 
2 of the 

of the 

of the 
jury to 
“cise in- 
political 
1ey sup- 


recom- 
Iso rec- 


ation of © 


1 in the 
2>sent, in 
ich con- 


' the 12 © 


S. 
2ndation 
central- 
oral Re- 
t which 




















ATES 











July 23. 1961 


gave added assurance that the system 
would be free of political domination,” 
Mr. O'Leary remarked. “This recom- 
mendation, and others of lesser impor- 
tance, would reduce the role of the Fed- 
eral Reserve Banks and would thus 
lessen the need for capable regional 
staffs which have been a great source 
of strength of the Federal Reserve Sys- 
tem.” 

4. The commission made a number of 
recommendations with regard to man- 
agement of the federal debt. One of 
these was that the Treasury should pur- 
sue a program which, over a period of 
time, would lead to a more balanced 
maturity structure for the marketable 
federal debt. Likewise it recommended 
elimination of the interest rate ceiling 
on U.S. government bonds with maturi- 
ties of five years and longer and also 
the continued experimentation by the 
Treasury with the use of the advanced 
refunding technique. Generally speak- 
ing, the debt management recommenda- 
tion will meet with widespread approv- 
al, Mr. O’Leary believes. 


Controversial On Fiscal Policy 


5. Perhaps the most controversial part 
of the report is the chapter dealing 
with fiscal policy, according to Mr. 
O’Leary. Generally speaking, the com- 
mision’s recommendations would seek 
greater flexibility in government reve- 
nues and expenditures in the interest 
of promoting sustainable economic 
growth. The recommendation likely to 
attract the most attention is the one to 
the effect that Congress grant to the 
President limited conditional power to 
make temporary countercyclical adjust- 
ments in the first bracket of the per- 
sonal income tax, subject to these qual- 
ifications and safeguards: (a) the pow- 
ers should be available for use only 
when the President has issued a state- 
ment that in his judgment economic 
conditions were running significantly 
counter to the objectives set forth in the 
employment act (amended as proposed 
later in the report); (b) the range of 
permissible adjustment would be lim- 
ited to five percentage points upward or 
downward, that is one-quarter of the 
present 20%.; (c) the duration of the 
adjustment should be limited to six 
months, subject to renewal by the same 
process, unless Congress acted sooner by 
law to extend or supplant it; and (d) 
the exercise of the conditional power by 
the President should be subject to a leg- 
islative veto by a concurrent resolution 
of both houses of Cingress before any 
tax adjustment took place. 


Insurance For Loans Preferred 


6. In the area of federal credit pro- 
grams, the commission made a series of 
recommendations which placed empha- 
sis on loan insurance programs rather 
than programs that establish federally 
sponsored lending agencies. It recom- 
mended continuance of the FHA loan 
insurance program, as well as the vol- 
untary home mortgage credit program. 
It also recommended that the ceiling in- 
terest rates on government insured and 
guaranteed mortgages be abolished. 
Moreover, it recommended that the 
Federal National Mortgage Assn., in its 
secondary market operations, should 
buy and sell mortgages at market prices 
and should not attempt to control their 
prices. Generally speaking, said Mr. 
O'Leary, the recommendations in this 
area will meet with widespread ap- 
proval, but this is not true of a sugges- 
tion in the report that the FHA might 
be required to undertake a direct 
government leading program to replace 
the Veterans Administration direct loan 
program when it expires. Life insurance 
People would much prefer that the vol- 
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‘untary program be responsible for this. 


7. “In an excellent discussion of 
international monetary relations, the 
commission made one _ controversial 
recommendation, along with several 
others that would be widely accepted,” 
said Mr. O’Leary. “It expressed the 
view that the threat of a crisis about 
the value of the dollar would be great- 
ly reduced if it were generally recog- 
nized, both here and abroad, that all 
of the U.S gold is available to meet 
our international obligations. The com- 
mission therefore recommended elimi- 
nation of the requirement that the 
Federal Reserve banks hold gold re- 
serve behind their note and deposit 
liabilities. The idea has already been 
advanced by prominent bankers and 
seems to be supported by the US. 
Treasury.” 


More Power For President 


8. Finally the commission made 
several recommendations with respect 
to government organization and coordi- 
nation for achieving the three major 
national economic goals. In general, 
the effect of these recommendations 
would be to give to the President in- 
creased powers of leadership and coor- 
dination of the measures to achieve 
low level unemployment, adequate 
economic growth and reasonable price 
stability. 

“The report of the commission,” Mr. 
O’Leary concluded, “is a highly signi- 
ficant document which merits the care- 
ful attention of everyone interested in 
a soundly functioning American eco- 
nomy. There is much in this report 
that can be supported strongly by those 
who believe in a vigorous free enter- 
prise economy. At the same time, there 
is a ‘serious danger that some of the 
proposals would extend too far the 
control of the president over the func- 
tioning of the economy. 

“One very great danger is that Con- 
gress will be quick to adopt the more 
politically appealing recommendations 
and to ignore the many sound recom- 


American Life Makes 
$1.3 Million Offer 
For Stonewall 


Directors of Stonewall of Mobile are 
recommending to stockholders accep- 
tance of an offer by American Life of 
Birmingham to buy the company for ap- 
proximately $1.3 million. 

The life company is offering $65 a 
share for Stonewall stock. The compa- 
ny has outstanding 20,000 shares on 
which the recent price has been be- 
tween $52 and $53. 

Stonewall is licensed to write fire and 
casualty lines in 13 states. Chartered in 
1866, it is the oldest company of its type 
in Alabama. Its assets at the end of 1960 
were $1,469,000. Premiums written last 
year were $408,000 and policyholders 
surplus was $1,048,000. 

American Life was founded in 1931 
and has assets exceeding $40 million. 
The home office is in Birmingham and 
executive offices are in Dallas. Troy V. 
Post is president. 

Lutheran Mut. Agents’ Convention 

More than 13¢ Lutheran Mutual 
Life agents attended the company’s 
award convention at Mackinac Island, 
Mich. Featured speaker was Lester O. 
Schriver, executive vice-president 
NALU, who spoke on “What Makes 
Them Buy.” Other speakers were Wal- 
ter G. Voecks, president Lutheran Mu- 
tual, Paul F. McKee, director of 
agencies, and outstanding agents. 





mendations that have little political 
appeal. The greatest weakness of the 
report is that much of the discussion 
and many of the recommendations are 
the product of compromise of extreme 
views. Some vital issues were not 
dealt with satisfactorily because of the 
inability of the commission to find 
grounds for reconciling divergent 
views. In spite of this, the report is a 
useful document for sharpening many 
issues of significance.” 
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Terms America And 
Australia Last Outposts 
Of Voluntary Medicine 


To avoid socialized medicine in the 
United States, physicians must work 
with the government on a practical 
basis, Australia’s health chief told 
Michigan Blue Cross-Blue Shield and 
medical leaders. 

Sir Earle Page, former prime min- 
ister and now minister of health for 
Australia, was the featured speaker 
at the annual sessions of Michigan 
Hospital and Michigan Medical Serv- 
ices and the council of the Michigan 
State Medical Society at Mackinac 
Island. 

The Australian official said his 
nation’s health care system used sim- 
ilar ideas to those of Blue Cross, but 
included government subsidy. He called 
the program a “partnership of the peo- 
ple, the medical profession, insurance 
organizations and the government.” 

“You doctors,” said Sir Earle, “hold 
the key to medical progress, not only 
in your own country but in the entire 
world. If you don’t work out practical 
relationships with your government, 
the tradition of voluntary health care 
will be lost forever. What we have 
done in Australia is to work out with 
the medical profession a system of sub- 
sidy for people’s health care which 
operates through our insurance soci- 
eties patterned on your Blue Cross.” 

He said the government does not 
interfere in the practice of medicine 
or interpose barriers between doctor 
and patient. The government feels that 
the medical profession must be final 
judge in the practice of medicine. He 
said disciplinary committees within the 
profession are effective in making the 
system work and the medical profes- 
sion even publishes the names of their 
own members if there is proof they 
have abused the plan. He called Aus- 
tralia and America the “last outposts 
of voluntary medicine.” 



















Guaranteed Renewable Policies Available! 


Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


A GOOD COMBINATION. 
IS HARD TO BEAT 


Take National Casualty’s modern portfolio of 
policies and sales aids. That’s a hard-to-beat 
combination for effective selling. National’s 
modern sales philosophy goes hand in hand 
with its quality Disability Income, Hospital 
and Surgical coverages for the Individual, 
Family, Franchise or True Group case. 
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Opportunity in Sales Management With 
PARTNERSHIP PARTICIPATION 


YOU SHOULD HAVE: 
A proven record of successful sales management. 
The ability to hire, train, and teach salesmen and to interpret 
machine data in the management of your group. 
A desire to use your own imagination and initiative in making 
decisions and in running your “own” operation. 
The willingness to invest your time and skill (no other investment 
is required) for a liberal base salary ($750 per mo.) with a partner- 
ship in the profits which will quickly place you among the highest 
paid managers in our industry. 
A career outlook, college education, family, willingness to relocate, 
if necessary, in any of the states we serve. 

WE HAVE: 
The leading line of Hospital, H&A, and Life Insurance policies in 
the industry, with more coming. 


Immediate openings available at branch manager’s level. 
A young management that wants to reach the number one spot 
from an already substantial position. 

WHY DON’T YOU: 
Send us complete details about yourself, in confidence, so we can 
arrange a personal interview? 


Write Z-92, National Underwriter 
175 W. Jackson Bivd., Chicago 4, Ill. 











HAWAII LIFE & MULTIPLE LINE COMPANY 
WANTS TO BUY LIFE INSURANCE COMPANIES 


operating in any state, territory, or possession of U.S. Prefer to deal with principals, 
but will recognize brokers. We guarantee complete confidence. Will not reveal identity 
of company, principals, or facts revealed. 


Write giving your latest financial data, type and volume of life insurance in force, 
premium volume, price desired per thousand insurance in force, nature & type of in- 
vestment portfolio. Include copy of last annual statement to be returned if no deal 
develops. Will retain present management and agency forces. Reply to Z-45, National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


« 








A&H COMPANIES, READ THIS: 


Well-established life company oper- 
ating in Western Half of U.S. interested 
in arrangement with A&H Company 
operating in same territory. Our agents 
write your A&H. Your agents write our 
life. Reply to A-4, National Under- 
writer, 175 W. Jackson Blvd., Chicago 
4, Illinois. 


AGENCY RECRUITER 


Well established and well regarded middle 
west company seeks Regional Supervisor whose 
primary duty will be to recruit new General 
Agents. Company offers fine portfolio and ex- 
cellent commission contracts. 

If you are looking for a permanent position with 
Home Office prestige and benefits, this is an 
outstanding opportunity. 


Give full details of past recruiting experience 
and full details of entire Life Insurance career. 








Enclose recent photo, if available. All replies 





will be held in confidence. Write Z-83, Na- 


tional Underwriter, 175 W. Jackson Blvd., Chi- Rapidly growing ae eo a eee 





cago 4, Ill. 
dent and Health Insurance Company has 
unusual opportunity for actuarial student 
WANTED—SALES PROMOTION MAN with several years of experience. Ability 


Fast growing Los Angeles domiciled life insurance 
company with large parent corporation has chal- 
lenging opportunity for creative and imaginative 
man to develop and manage company sales pro- 
motion department—age 25 to 38—at least three 
years sales promotion experience. Include back- 
ground, experience and initial salary requirements 
in first letter. Our staff knows of this advertise- 
ment. Write in confidence to Z-89, National 
Sugepeemer Co., 175 W. Jackson Blvd., Chicago 


to do the work more important than formal 
educational background. Send resumes to 
Personnel Department, North Central Life 
Insurance Company, 4th and Minnesota 
St., St. Paul 1, Minnesota. 











ATTENTION MR. PRESIDENT 
Highly capable young officer seeking oppor- 
tunity as executive vice president. Proven execu- 
tive ability backed by I! yeors successful experi- 
ence in all -phases of life insurance assure 
diat ption of responsibility. 
Will furnish excellent references from qualified 
sources. Write Z-96, National Underwriter, 175 
W. Jackson Bivd., Chicago 4, Illinois. 


LOCAL GENERAL AGENCY 


desires to sell part interest to young man under 
30 with life production background. Central 
Ohio location. Write to Z-94, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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Scant Interest In New Regulation Proposal 


(CONTINUED FROM PAGE 1) 
strength of the states in battling to save 
their traditional regulatory role and the 
accompanying premium taxes, nor of 
the difficulty of getting senators and 
congressmen to vote for a charter pro- 
posal that would go counter to the 
wishes of the state governments back 
home. 


Proposed At O’Mahoney Hearings 


Proposals for federal regulation of the 
insurance business have been made 
from time to time, such as at the hear- 
ings conducted by former Sen. O’Ma- 
honey in the course of the insurance 
phase of the investigation by the Senate 
anti-trust and monopoly subcommittee 
headed by Sen. Kefauver. Many insur- 
ance people feel that federal regulation 
would be a welcome relief from the 
multiplicity of state jurisdictions—if 
federal regulation would actually su- 
persede state regulation. Since it is 
generally felt it would not, but would 
merely add a new regulatory authority, 
the industry position has consistently 
been to keep things the way they are. 

Some of the insurance people who 
read the report of the Commission on 
Money and Credit wondered whether 
there was any connection between the 
federal insurance charter recommenda- 
tion and the fact that the commission’s 
chairman, Frazar B. Wilde, is also 
chairman of Connecticut General Life, 
the company that recently won the 
final round in a hard-fought legal con- 
test with the New York department 
over the right of a life insurer to own 
a fire-casualty affiliate without losing 
its New York license. Queried by THE 
NATIONAL UNDERWRITER, Mr. Wilde said 
the suit against the department was not 
a factor in the commission’s decision to 
adopt the charter recommendation, nor 
should the recommendation be taken as 
an indication that he had embarked on 
a crusade against state regulation of 
insurance. Other than that, he said that 
in view of his being chairman of the 
commission he would prefer not to 
comment on the report. 


Passage Quoted From Report 


The limitation of the report’s life in- 
surance interest to the investment func- 
tion is quite evident. After noting that 
the latitude granted life companies for 
sales and services facilities is much 
broader than that for mutual savings 
banks, savings and loan associations and 
even commercial banks, the report says: 
“However, to some extent the geograph- 
ic flow of investment funds has been 
influenced by state laws which apply 
lower tax rates to companies whose in- 
vestments in ‘the state meet certain 
standards. Other laws prohibit writing 
insurance for residents of a state unless 
a percentage of the company’s reserves 
on such policies are invested in that 
state. The commission does not favor 
regulatory restrictions of this sort be- 
cause they tend to divert investment 
from normal channels and to insulate 





GROUP SALES MGR. AVAILABLE 


Under 40 with 12 years experience. Successful 
sales record in all group coverages including 
pensions. Desires to relocate with group writ- 
ing company or consulting firm in Chicago, 
East Coast or San Francisco. Earnings require- 
ment $16,500. Write Z-99, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








FOR SALE 
AGENCY—DETROIT SUBURB (WEST) 


Great for experienced all-around fieldman or 
direct writer who wants own future. $10,000 down 
on $100,000 well cultivated volume. Same owner- 
ship quarter century. High clientelle and com- 
ory prestige. Aquisition possibility smooth— 

tite A-Il, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 











local markets against outside competi- 
tion. 

“Life companies are chartered and 
regulated by the several states and fed- 


eral charters are not available. Thus life | 
companies are confronted with a variety | 


of state laws and regulatory practices 
which sometimes tend to favor domestic 
over out-of-state companies. Competi- 
tion among the states to attract and fa- 
vor domestic companies can lead and 
has led to lower standards. Investment 
laws, for example, differ among states, 
and it is not always apparent whether 
those of the state of domicile or of 
another state apply in any instance. 
“These differences have not prevent- 
ed many large companies from doing 
business in most states, although they 
have led to complications. The main- 
tenance of _ satisfactory regulatory 
standards, particularly in investments, 
has been preserved by conditions which 
have created a handful of key regula- 
tory states, the most 
which is New York. Life companies 


domiciled in New York have a sizable | 





July 





important of © 


share of the industry’s assets. The price © 


of admission to the large New York © 


market has been observance of New © 


York’s insurance laws and regulatory 
standards. While this arrangement has 
worked reasonably well over the last 
half century, the economic growth of 
the rest of the country has gradually 
eroded the importance of New York as 
a key regulatory state. 


Makes Recommendations 


“In order to avoid increasing compli- 
cations of multiple state jurisdictions, 
the commission recommends that over- 
riding federal charters and regulation 
to encourage uniformity of high stand- 
ards should be available to insurance 
companies.” 


The foregoing is quoted from the} 
“Money and Credit,) 


printed report, 
Their Influence on Jobs, Prices and 
Growth,” by permission of the publish- 
er, Prentice-Hall Inc., Englewood 
Cliffs, N. J. 

The commission also found that “lee- 
way” or “basket” clauses adopted by 
some states to permit limited invest- 
ments not otherwise legal were desir- 
able, and it recommended that other 
states adopt such clauses. It also recon- 
mends that an appropriate regulatory 
body—not identified as state or federal 
—be given added responsibility over 
private corporate pension funds and 
that these responsibilities include the 
power to study and develop appropriate 
standards of prudence in the invest- 
ment of funds, to enforce such stand- 
ards, to assure periodic disclosure to 
the beneficiaries of the financial situa- 
tion of the fund and to bring suit 
against malfeasors on behalf of the 
plan’s participants and their benefici- 
aries. 


$1,189,000 Given By Life 


Insurers For Heart Study 


The Life Insurance Medical Re 
search Fund will give $1,189,000 this 
year for such research projects as the 
role of hormones in high blood pres- 
sure, surgery of the blood vessels, 
causes of heart failure, prevention of 
clots in the bloodstream and the rela 
tion of nerve paths and the heart and 
blood vessels. A total of 40 institu 
tions and 18 individuals will share it 
the grant. 

Since its beginning in 1945, the 
fund has allocated $18,770,374 for re 
search on heart and circulatory dis 
eases, 
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LIFE INSURANCE EDITION y 


COINSURANCE: 
others; specif., as in fire insurance, a system in which 
the insured is treated as insuring himself to the extent 
of that part of the risk not covered by his policy. 
—Webster’s New International Dictionary, Unabridged. 


Insurance jointly with another or 


The word “coinsurance,” although in daily use in the field 
of fire insurance, is not a familiar one to the life insurance man. 
Yet it is a word we would do well to make a part of our 
everyday vocabulary, for it has, I believe, a very real place in 
our business. Indeed, the principle of coinsurance is employed 
daily by thousands and probably millions of life insurance policy- 
owners and beneficiaries who are totally unaware of their status 
as insurers, many of whom would want no part of the risk they 
carry if they were but fully aware of the situation as it exists. 


First let us examine the nature of coinsurance as used in 
fire insurance. Let us suppose a man owns a building worth 
$10,000. Manifestly, if he wants to be reimbursed the entire 
$10,000 in event of a total loss, he must carry $10,000 of fire 
insurance. And unless he wishes to pay a significantly higher rate, 
he must carry insurance equal to 80% of value, which would 
be $8,000 in this case. Failing to do so, he becomes a coinsurer, 
or self-insurer, in proportion to the amount by which his 
insurance falls short of the required 80% of value. 


Thus, if the owner in the case at hand carried only $5,000 
of insurance, he would have only 5% of the required amount, 
and he would therefore be a self-insurer for 3 of any loss. In 
event of a $5,000 fire. loss, the insurance policy would pay % 
of the loss, or $3,125, while the insured himself would stand 


the other 3, or $1,875: 
% * * 


Nov I SUGGEST TO YOU that this same thing happens every 
day in the field of life insurance, without full realization on 
the part of either the life underwriter or the insured, but with 
this important distinction: In fire insurance, it is the insured 
himself who coinsures when. his insurance is inadequate, while 
in life insurance it is usually the beneficiary! 

We will see this most clearly by considering the case of a 
successful young man—doctor, lawyer or merchant-chief—who is 
thirty-five years old and earns $10,000 yearly to provide a living 
for his wife, his two children, and himself. 


Because he hasn’t yet saved much, he doesn’t consider his 
net worth to be great. And because his ten-thousand-dollar 
income spreads so thinly over all the needs and wants of his 
family, and leaves so little at the end of the year, he has no 
adequate appreciation whatever of the value of his earning power. 


But in truth his value as an earning machine is tremendous. 
He is only thirty-five, so he has some thirty years of earnings 
lying ahead of him, requiring only that he live to collect his 
pay check or his fees or his profits each year. In those thirty 
years he will collect $300,000, even if we assume nary an increase 
in three decades—an assumption we would not want to make 
and he would not accept. So $300,000 is the minimum value we 
may place upon his gross future income .. . 


> . .» if he lives to collect it! 


But he may zot, live. And if he does not, the loss to his 
family is enormous. The sentimental and emotional loss, the loss 
of a husband and a father, is incalculable. The economic loss, 
the loss of a breadwinner, of an earning machine, is enormous 
too, but that loss we can measure in terms of dollars with 
reasonable precision. 


The first fact to be considered in our appraisal is that our 
earning machine, himself, consumes a substantial portion of his 
earnings. This amount we may deduct in computing the economic 
loss attendant upon his death, since his own future needs will 
die at the same moment his future earnings die. We may safely 


American General Life Insurance Co 


Houston, Texas 


An advertisement of the life companies 
of the American General Group, 
presented regularly in this space for the inspiration 
and enlightenment of life underwriters everywhere. 


HOW MUCH 
COINSURANCE? 


assume that he has personally consumed considerably more than 
a straight fractional proportion of the family’s total income. 
That is to say, there are four members of the family, but the 
breadwinner necessarily spends considerably more than one-fourth 
of his earnings for his food, his clothing, his shelter, his trans- 
portation, his education, his entertainment, etc.—and correspond- 
ingly less for the other three members of the group. 


We shall probably be not far off the mark if we assume 
that he spends a full half of the family income for his own 
maintenance, and spreads the other half over the other three 
members of his family. This assumption will reduce the figure 
of $300,000 in future earnings to a net loss to his family of 
only $150,000. 


The second fact to be considered in our appraisal is that the 
loss to the family is not $150,000 in one sum—it is, rather, 
$5,000 yearly for thirty years, the present value of which is 
only $100,000. This means simply that a hundred thousand 
dollars placed in a trust fund at a conservative interest rate will, 
with the aid of that interest, pay out $5,000 a year for thirty 
years, an ultimate total of $150,000. 


Now when we arrive at the figure of $100,000—the present 
value of the family’s share of the breadwinner’s future earnings 
from today until his sixty-fifth birthday—we are very close to 
the true dollar value of the family’s economic loss in event of 
his death. And let us realize fully that any portion of that 
$100,000 not covered by insurance at death is an economic loss 
as real, as tangible, as irrecoverable, as though a $100,000 
building had burned to the ground uninsured. 


* * * 


"TURNING AGAIN to the subject of coinsurance, it now becomes 
evident that if our breadwinner is insured for only $50,000, 


‘his dependents become coinsurers to the extent of one-half of 


the risk. For clearly, in event of the loss by premature death of 
his $100,000 net future earnings, his survivors must themselves 
bear the loss of the other $50,000. 


If he dies with only $10,000 of insurance, clearly his wife 
and children were 90% coinsurers, for clearly $90,000 of the 
loss is their loss rather than an insurance company’s loss. And 
clearly they must ultimately pay the $90,000—whether by their 
own earnings to replace the earnings lost at the breadwinner’s 
death, or by doing without the goods and comforts and services, 
the food and clothing and shelter and education and travel, 
which his earnings would have bought if he had lived or which 


his insurance would have bought had the risk been imsured 


instead of coinsured! 
* * * 


ANY AN UNDER-INSURED MAN has thoughtlessly said, “I'll 

just have to take the chance.” But there’s the rub—he can’t 
take the chance, because he can’t be the coinsurer of his own 
future earnings. His dependents are the coinsurers, not. be. 


And the question he must ponder is—how much coinsur- 
ance? Different men, in different circumstances, will arrive at 
different answers. But surely no right-thinking man will ask his 
family to carry 90% of the risk; seldom will circumstances justify 
saddling the family with as much as 50% of the risk. 

Determining the coinsurance percentage is bis responsibility. 
Appraising his net economic value, and showing him that his 
wife and his children coinsure his net worth to the extent not 
covered by his policies, is our responsibility. 


Best wishes, 


Hawaiian Life Insurance Company, Ltd 


Home State Life Insurance Co 


Oklahoma City areolalolas ‘a Hawa 
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COULD HANG ON YOUR OFFICE WALL! 
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AS .L.U. Degree from the American College of Life Underwriters on your office wall will not 


automatically guarantee you more business. 


But from the concentrated study program you must follow in attaining the C.L.U. Degree, 
you will gain a firmer grasp of life insurance fundamentals and an awareness of the fast-moving 
developments in the field of life underwriting. 


With a greater degree of expertness and know-how in providing worthwhile solutions to your 
clients’ problems, you'll develop greater confidence in your ability among those you serve. The 
natural result: enhanced prestige, more sales and greater financial rewards. 


But wishing won’t make it so. Enroll in the C.L.U. study program this fall by contacting 
your nearest C.L.U. Society, or write the American College of Life Underwriters, Bryn Mawr, 


Pennsylvania, for details today. 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY © MINNEAPOLIS, MINNESOTA 
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